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Cadillac Salesmen 
Sell Insurance to 
Motor Car Buyers 


Will Also Arrange for Autos to Be 
Repaired in Cadillac Main- 
tenance Stations 


INSURANCE COMMISSIONS 5% 


Letters to Branch Managers 
Announcing Deal With J. S. 
Frelinghuysen Corp. 
Salesmen of Cadillac motor cars are 
now writing fire and theft, collision, 
liability and property damage insurance 
on the cars they sell. Arrangements have 
also been made for accident repairs on 
the cars in Cadillac maintenance sta- 
tions. The Cadillac people are getting 
a commission of 5% on the premiums. 
The insurance arrangement was made 
through the J. S. Frelinghuysen Corpo- 

ration of New York City. 

There follows letters on the subject 
sent to branch managers of the Uppercu 
Cadillac Corporation by James Wright, 
vice president and treasurer. These let- 
ters are approved by Inglis M. Uppercu, 
president. The Uppercu Cadillac Cor- 
poration is distributor for the Metropoli- 
tan district of the Cadillac Motor Ca 
Co. and the territory includes part o1 
New Jersey and Connecticut. , It is not 
known by Tue Eastern * 'TER 
whether similar arrangem‘+ en 
made with other dis‘ " 


To License 1 4! 

The initial letter to 
agers follows: 

“The matter of insurance on custom- 
ers’ cars and of gradually getting the 
insurance companies to make all their 
accident repairs in our Maintenance Sta- 
tions has been under discussion for some 
time. A plan has finally been developed 
which meets all the requirements of the 
situation and has Mr. Uppercu’s hearty 
approval. If this plan is actively fol- 
lowed up, it should result in a very ma- 
terial improvement in business and profit 
to the Uppercu Cadillac Corporation. 

“Attached to this memorandum is an 
outline of the plan, which has been given 
to Mr. Mauder to be taken up with the 
salesmen in New York on Monday eve- 
ning, February 16th, at which time Mr. 
H. E. Bilkey, vice president of the J. S. 
Frelinghuysen Corporation, will explain 
to the salesmen the various insurance 
features. 

“It is our plan to license all the sales- 
men in all the branches to insure both 
new and used cars. The various papers, 
rate cards and application blanks will bee 
submitted to you by Mr. German. Bind- 
ers can be issued on telephone call to 
the main office. 

“This plan will apply to all branches 
with the exception of Bridgeport, Con- 
necticut having different licensing ar- 
Trangements from New York State. It 

(Continued on page 18) 
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PHOENIX 


Assurance Company, Ltd., 
of London 


100 William Street, New York 


A corporation which has stood the test of time! 
143 years of successful business operation. 
World-wide interests. Absolute security. 


Excellent Service and Facilities. 


PHOENIX 


indemnity Company 


7S Maiden Lane, New York 





























THE EQUITABLE LIFE OF IOWA 


ANNOUNCES 1HE 
LARGisT DIVIDENDS 
IN 1:8 HISTORY 


E-Q-U-I-T-A-B-L-E _ L-I-F-E 
0-F 1-0-W-A 


Founded: 1867 Home Office: Des Moines 

















We Say It Again! 


From time to time in the last few years the following has been the wording 
of PENN MutuaAt advertisements in life insurance journals: 


“A Penn MutTUuAL premium, less a PENN Mutuat dividend, with Penn 
Mutuav values, makes an insurance proposition which, in the sum of all 
its benefits, is unsurpassed.” 


Never more true than to-day !—with new and better Policy forms, increas- 
ing Dividends, new and constantly improving Service to Policyholders, Bene- 
ficiaries, and Agents. 


There’s steady forward motion in the Penn Muruat organization. We 
warmly welcome men and women of ideals, industry, character. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 


























Equitable of Iowa 
To Have Three 
Gen’l Agents Here 





Three Up-State Cities Also on 
Schedule; Local Announcements 
to Be Made Soon 





COMPANY FORMED IN 1867 





Will Not Enter New England Until 
New York Organization 
Is Built 


The Equitable Life of Iowa, one of the 
largest and oldest life insurance com- 
panies in the Middle West, has received 
from the New York Insurance Depart- 
ment a license to transact business here. 
This step is really the culmination of 
many years of building and preparation 
on the part of the management, which 
has fitted the company to meet the strict 
requirements of the New York State In- 
surance Laws. One of the obstacles in 
the way of strong and growing Middle 
West and Western companies entering 
New York is the expense limitation as 
applied to the cost of new business. 
Existing agency contracts stand in the 
way chiefly. The Equitable of Iowa is 
in such a strong position that it has been 
able to make adjustments of all expense 
factors according to the New York re- 
quirements. 

B. F. Hadley, second vice president 
and secretary of the company, who has 
had charge of agency development in the 
eastern territory, in discussing the prob- 
able policy in establishing the company 
in New York State, said that a conserva- 
tive course will be pursued. 

The company will probably have three 
agencies in New York City proper, Man- 
hattan, and probably three agencies will 
be established up-state, Albany, Syra- 
cuse or Rochester, and Buffalo. It is 
understood that negotiations for the New 
York openings are underway and may 
be announced soon. 


Is Considering New England 

Asked as to whether entrance to New 
York State indicated an expansion into 
the New England field Mr. Hadley said 
that the company has for the past year 
given consideration to the advisability to 
such a move; in fact, very cordial invi- 
tations have been extended by officers of 
some leading New England companies to 
the Equitable Life of Iowa to enter New 
England, but definite action may be de- 
ferred until a New York organization is 
under way. Mr. Hadley has returned to 
Des Moines for a conference with other 
officers of the company and will return 
to the East the latter part of this month. 


Company’s Fine Record 
The Equitable Life of Iowa, since its 
formation in 1867, has always been allied 
(Continued on page 4) 
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BROADCAST NO. 5 








DIAMOND JUBILEE 
CELEBRATION 








1—Announcing 


the Diamond Jubilee Celebration (75th Anniversary) of the Aitna Life. 


2—Time 


March Ist to June 1st (approximately 75 working days). 


3—The Purpose 


To celebrate the Aitna’s 75 years of insurance service to the American 


people by special production of business. 


4—YOUR PART 


You are requested to contribute every possible application that you can 
secure to this Diamond Jubilee, and to pay for all issued business during 


the same, as only paid business counts. 


5—Our Part 


The Hart & Eubank Agency have the largest quota ever assigned a 


general agency in the history of life insurance. 


will be doubly appreciated. 


“IT PAYS TO HAVE AN ACCOUNT WITH THE AETNA”’ 


HART & EUBANK, General Agents 


Your help in securing it 


AETNA LIFE INSURANCE COMPANY 
100 WILLIAM STREET 


NEW YORK 
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February Business 
Exceeds Last Year 


64% INCREASE FOR MONTH 


Group Insurance Shows Big Jump in 
Percentage Gain With 138%; 

Ordinary Gained Over 10% 
New insurance paid for during Febru- 
ary were 16.5% greater than during Feb- 
ruary of 1924, according to figures com- 
piled by the Association of Life Insur- 
ance Presidents for the Department of 
Commerce, based on the business of 45 
member companies having in force 81% 
of the total business outstanding. The 
new paid-for business—exclusive re 
vivals, increases and dividend additions 

of these 45 companies amounted to 
$773,148,000 during February of this year, 
as against $663,736,000 during the same 
month of last year. Thus there is shown 
a gain of $109,412,000 or 16.5% in 1925 
over 1924 for the month. 

The new paid-for business written dur 


of 


ing January and February of 1924 and 

1925, as well as percentage increases in 

1925 over 1924, are shown in the follow- 
ing table: 

Incr. 

Over 

1924 1925 1924 

Jan...  $691,341,125 $753,914,004 9.1% 

Feb... 663,736,179 773,148,154 16.5% 


$1,355,077,304 $1,527,062,158 12.7% 
Considering separately the different 
classes of insurance written during Feb 
ruary, it is revealed that ordinary amoun 
amounted to $558,754,000 in 1925, an in 
crease of $54,202,000, or 10.7% over 1924. 
Industrial insurance amounted to $177, 
666,000 in 1925, an increase of $33,904,000, 
or 23.6% over 1924. Group insurance 
written amounted to $36,728,000 in 1925, 
an increase of $21,306,000, or 138.2% over 
1924, 


STARTS INSPECTION SERVICE 


George S. Gulewey too American 
Service Bureau to Launch Own 

Company in Chicago 

Ss. has 


George Galloway 


resigned as 
veneral manager of the American Serv 
ice Bureau and has organized George S 
Galloway, Inc., for inspection service 
with offices in the Monadnock Block. 


Chicago, and on April 1 will begin hand 
ling inspections in the Seventh Federal 
Reserve District. The personnel is as 
follows: George 5S. Galloway, president ; 
R. M. Jackson, vice-president, who is 
vice-president and general manager of 
the Associated Credits of America; Alex 
ander [D. Bruce, secrétary, Vapor Car 
Heating Company ; L. H. Beall, general 
inanager of collections and credits, 
Sears, Roebuck & Company, and John 
T. Doherty, secretary, an attorney. 

The principal asset is the affiliation 
with the Associated Credits of America 
which opens a store of information. 

For thirteen years Mr. 
in the claim department Conti- 
nental Casualty Company, eight years of 
the time being spent in New York City, 
where he had charge of the Eastern 
claim department of that company. He 
was eleven years in the inspection busi- 
ness as general manager of the American 
Service Bureau and assistant general 
manager of the Hooper-Holmes Bureau. 
The present territory of George S. Gal 
loway will be Illinois, Indiana, Iowa, 
Michigan and Wisconsin. 


Galloway 
of the 


Was 


WASHINGTON GENERAL AGENT 

The Equitable Life of Iowa has ap- 
Pointed C. S. Yeomans general agent at 
Washington, D. C. Mr. Yeomans has 
had considerable experience in organi- 
zation and supervisory work. His terri- 
tory will include the District of Colum- 
bia and Maryland. 





country since the 


Through these 





strations. 


the same way that 


In 


those who 


PAY THEIR OWN WAY | | 


The series of agency gatherings held in all parts of the | 
first of the year, 
National Life field men have mingled with the Home Office 
officials in a three day educational program, will pay real 
returns as they have since the plan was inaugurated. 
gatherings the idea of cold blooded routine | 
gives way to the personal touch of real friendship. Service | 
ties are strengthened. 


these sectional 
National Life, its agents have found that they pay substantial returns to 


; 3 7 | 
and in which Lincoln | 
| 


There are practical sales demon- 


meetings benefit the Lincoln | 











(CINK UP (wera THe (LINCOLN) 








| Lincoln Life Building 
| 


| The Lincoln National Life Insurance Company 


“Its Name Indicates Its Character’ 


Now More Than $350,000,000 in Force 


Fort Wayne, Indiana’ | 








DISABILITY GOES OVER 


Commissioners Meet Here but Due to 
Commissioner Smith’s Absence 
Postpone Subject 
The Insurance Commissioners were in 
New York this week but did not discuss 
the subject of the disability provision in 
life of the absence of 
Commissioner Smith of Wisconsin, who 
raised this question at previous meetings 
of the 


policies because 


Convention, 


$1,000,000 ON W. M. GREVE 


insuranee of $1,000,000 has 
been taken by the Realty Associates on 
the life of its president, William M. 
Greve. Mr. Greve is also president of 
the Prudence Co. He is only 41, but he 
has been in the real estate business since 
boyhood. He is one of the highest paid 
men in the real estate world. 


Business 






. 


ADOPTS PAYROLL DEDUCTION 


Jefferson Staadead Life of Greensboro 
Now Using Salary Savings Method 
With Monthly Premium 


Jefferson Standard Life of Greens 
N. C., has brought out a payroll 
deduction plan. At least ten individuals 
totalling at least $20,000 are necessary to 
put the plan in operation. The 
pany’s $5 minimum premium 
waived. The limits of insurance are the 
same for regular business but full 
medical examination is required in cases 
of amounts over $3,000. Extra premium 
for occupation and medical impairments 
are imposed where 


The 


boro, 


com 
rule is 


as 


necessary. 


ENTERING VIRGINIA 

The Occidental Life of 
New Mexico, which recently 
admission to Virginia, was ¢ 
be licensed in that state this 


Albuquerque 
applied for 
expected 
week 


to 




















stablished 1860 under the [ 


New Paid Business, 1924 -— - 





Insurance in Force, December 31, 








Admitted Assets ear fe Ce 
Liabilities - - - - - 





Surplus and Dividend Fund - 





The above taken 


show that 


higures 
1924 was 


for the Company. 









another 


or information concerning 





50 UNION SQUARE 








ANNUAL STATEMENT 


The Guardian 


Life Insurance Company 


OF AMERICA 


aWS 


Paid to Policyholders and Their Beneficiaries - = - 


from 


Vear © 


T. LOUIS HANSEN, 


Home Office 


924 - - - - 













of the State of New York 


- §$ 45,251,784.00 
250,179,130.00 
48,464,593.38 
42,524,200.53 
5,940,392.85 
6,382,080.70 












the 65th Annual Statement 


f progress and prosperity 


Agency opportunities, address : 





Vice-President 









NEW YORK 
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Beha Explains His 
Stand on Directors 


FREE 


Companies 


WANTED DISCUSSION 


Will Take Action 
Voluntarily; Governor or Court 


Might Select Candidates 


Hope 


Superintendent 
lieves there 


James A. Beha 


considerable 


be- 
is misunder- 
standing and some misrepresentation of 
his purpose in recommending in his re- 
port to the New York Legislature that 
the superintendent be given authority to 
name candidates to be voted upon by «he 
policyholders fof directors of mutual life 
insurance companies. He explains in a 
statement that he wanted to induce free 
discussion of the subject and he did not 
suggest legislation to change the pres- 
ent law because he hopes that the com- 
panies will voluntarily bring about a 
change in their election of directors. He 
says that it is immaterial whether the 
candidates are named by the superin- 
tendent or the governor or the Court of 
Appeals, and he even said it would be 
entirely agreeable to him if the nomina- 
tions were made on the recommendation 
of business organizations like the U. S. 
Chamber of Commerce or the Merchants 
Association of New York. 
Superintendent Beha’s 

lows: 

Superintendent Beha’s Statement 
rhe suggestion that I made in my annual 
report, that the Superintendent of Insurance be 
authorized, by law, to name some of the 
didates for directors to be voted on by 
policyholders of the Mutual Life Insurance’ 
panies of New York, seems to be 
some, and deliiberately 


statement fol- 


can- 
the 
Com 
misunderstood 
misconstrued by 


to 
reasous 


brief 


the recommendation 
that prompted it, I 
statement. 
conversion 


made, 


and the 
desire to 


make a 
of stock life 
into mutual companies 
tor many years by those 
subject careful study, on the 
policyholders would then control 
and not a group of stockholders, 
interest in life insurance, 
thereby It ha been 
that the tremendous 
represented by the life 
thould not be ubject to 
man, or a geroup of 
thsolutely 
irgued 


insurance 
was strongly 
who had tiven 
theory that the 
the companies 
who had no 
except in king 
repeatedly pointed 
aggregation of assets 
surance compantes 
the control of 
but that it should 
policyholders 
mutualization 
about this re 
accomplished, my 
election of 


hee t 


com 


ma 
Money 


out 


one 
men, 


in the 
that the 
would bring 
had been actually 
mendation a to the 
directors would not have 
personal investigation, however, 
ultation with the sf whe 
the facts, | 


mutual life 
up 


te 


of the 
ult. If 
m 
mdependent 
cCSsar 
and after 
im a position to 
that the control 
companies by one 
at present operated, 
olute than it was under stock 
idea that policyholders control the 
imsurance companies is all right in 
the hut it does not exist in facet. The officer 
of the mutual life in mpanies through 
their agents and ntatives are in a 
position at anny sufficient proxies 
to elect any or directors they favor 
he great policyholders do not, and 
can not, ¢ right to vote They are 
affairs of the company 
3 the agency force, 
expression of their view 
including the election of 
expressed, 
to reflect in any way 
rity, standing or efficiency of the 
who are officers of the mutual 
insurance companies On the contrary, I 
they realize they are in the nature of trustees 
for the policyholders and that they conscien 
tiously perform their duties. It is a fact, never 
thele that because of their official positions, 
they control the agency organization and thereby 
able to get proxies from a sufficient num 
her of policyholders not only to continue them- 
indefinitely in office, but also to name 
uccessorvs, when for one reason or another 
wish to retire. 
possible safeguard 
tect the policyholders, 
should be on the 
life insurance 
not by the 
being done 
but by some other 
lutely guarantee a 


anes 


reco 


ure 
im cenvinced 
Insurance 
of men, as 


nh TOW 
{ the 
man, or a gre 
more ab 


trol Phe 


mutual life 


con 


1 
| 
' Stirance cf 
ther 
time to 
director 
ot 
thei 


repres¢ 
ecure 


mass 
KETCISE 
familiar with the 
They are not organized 
and therefore no true 
any proposition, 
lireetos is 
I have 
the integ 
Women 


ast 


ever 
no desire upon 
splen 
life 
know 


should be provided 
and, in my opinion, 
board of directors of the 
companies men who are 
of the company, 
present conditions 
which would abs 

viewpoint independent cif 
management ontrol. It is immaterial t 
how hy whom these independent 
ire suggested. If not by the 
Insurance, who in the final 
more than any other public 
holders, it would accomplish 
if the recommendation were made by the Gov 
ernor, the Justices of the Court of Appeals, or 
other public official It would be enti 
to me, if the nominations for 

directors were made by any of 
enumerated upon the recommendation 


(Continued on page 4) 


mutual 
elected, 
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officers 
under the 
agency 


m¢ 
directors 
Superintendent of 
analysis represents 
official the policy 
the same results 
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officials 
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Equitable of Ia. Here 
(Continued from Page 1) 

with the best in life insurance. Founded 
by F. M. Hubbell, who is now and has 
been for many years chairman of its 
board of trustees, chairman of the in- 
vestment committee and who holds pol- 
icy No. 1 in the company, the course 
mapped out by its founder has at no time 
been found faulty. It has always been a 
full legal reserve company, paid annual 
dividends since its inception, possesses 
in its charter the right to handle the 
trust feature of life insurance contracts, 
which provision has become a great fac- 
tor in modern life insurance, and is fur- 
ther strengthened in this matter by an 
Towa law covering trust provisiions en- 
acted several years ago. 

The company sponsored the _ well- 
known Iowa Deposit Law under which 
its contract obligations are secured by 
securities held and approved by the state 
of Iowa. Under this requirement the 
Equitable of Iowa had deposited with 
the State of Iowa on December 31, 1924, 
approved securities amounting to $51,- 
789,723, which amount was $1,445,087 in 
excess of the total reserve liabilities on 
outstanding policies and installment con- 
tracts. 

How It Has Grown 

The growth of the company in the past 
ten years has been remarkable. For 
nearly twenty years the company was 
confined to Iowa, where population was 
scarce and money worth 2% per month. 
As a result, after thirty years’ operation, 
it had only $9,000,000 insurance in force. 
Its record of progress during the past 
twenty years is as follows: 


Year Assets Insurance in Force 
1904 $4,171,348 $24,275,575 
1909 8,688,519 44,679,441 
1914 15,840,196 86,404,212 
1919 28,649,067 206,553,404 
1924 58,964,747 383,589,549 


It will be noted, therefore, that the 
company has almost multiplied its assets 
by four during the past decade, while its 
insurance in force has increased almost 
four and one-half times during the same 
period. 

The company holds an enviablie record 
when it comes to service to policyhold- 
ers. As a result it had on December 
31, 1924, 64.3% of the insurance written 
since organization still on its books. 

During the year 1924 the company 
paid nearly $500,000 more in dividends to 
policyholders than was paid in death 
claims, and it has apportioned as divi- 
dends to policyholders during 1925 an 
amount nearly $500,000 in excess of the 
dividend payments during 1924. uring 
the past ten years, notwithstanding the 
“flu” epidemic, the company paid almost 
as much in dividends to policyholders 
as was paid in death claims. 

In addition to this splendid showing in 
results to policyholders the management, 
since the “flu” epidemic, has set aside a 
reserve for mortality fluctuations 
amounting to $1,598,000; a reserve for 
investment contingencies of $141,000; 
has placed all of its 4% reserve policies 
on a 3%% basis, which required nearly 
$400,000, and has repaid or set aside to 
repay, the final small installment being 
this year, the withheld one-half dividend 


which was withheld at the time of the 
“flu” epidemic. 
The company is in strong financial 


position, its surplus assigned 
signed, and capital stock aggregating 
$6,448,759. Its paid-for business during 
1924 was $62,129,435 and the net gain in 
insurance in force $34,822,320. 

The Equitable Life of Iowa has been 
prominently identified with organizations 
for the general advancement of life in- 
sprance interests, and its president, 
Henry S. Nollen, has delivered some of 
the most beneficial addresses before the 
Association of Life Insurance Presidents 
in recent years. 


and unas- 


Metropolitan Porters College Men 





The 


Metropolitan Life employs nine- 
ty-seven porters in the home office 
building. It is a polyglot group repre- 
senting the following countries: FEng- 
land, 7; Ireland, 16; Scotland, 2; Ger- 
many, 3; Austria, 13; Russia, 8; Poland, 
5; Italy, 15; Greece, 3; Armenia, 5; 
Spain, 2; Denmark, 1; Turkey, 1, and 
16 were born in America. 

One was a second lieutenant in the 
Russian army and studied medicine for 
three years in the University of Mos- 
cow; he speaks French fluently, is pretty 
familiar with English and has many 


charming traits of character. Still an- 
other was a captain in the Russian army, 
in the aviation service. From Poland 
came one of the men who had studied 
for ten years for the Jesuit priesthood. 
Another is a Baptist deacon. He is 
studying for the ministry and, on occa- 
sion, preaches in New York. These facts 
and many other interesting ones have 
been developed in connection with the 
class in English and Citizenship which 
the Metropolitan is carrying on for the 
porters in the home office in collabora- 
tion with the Board of Education. 





SUN LIFE MEN CIRCLE GLOBE 
W. A. and H. B. Higginbotham Visit 
Agencies of Canadian Company in 


Many Parts of World 


Two managers for the Sun Life of 
Canada recently completed a_ business 
trip for the company that took them 
around the globe and consumed sixteen 
months. They are W. A. Higinbotham, 
manager of foreign agencies, and H. B. 
Higinbotham, supervisor of agencies, 
3ritish department. W. A. Higinbotham 
was one time manager of the Philadel- 
phia office of the Sun Life and H. B. 
Higinhbotham was also identified with the 
office. They have both served the com 
pany in many parts of the world, includ 
ing Japan and Continental countries. 


The Ohio State Life of Columbus has 
brought out a new rate book. The com 
pany has raised the rate of interest on 
funds left with it to 434% 





WOMEN HEAVY BUYERS 
One-Quarter of The Prudential’s Busi- 
ness Up to $10,000 on Women; 
Half Endowments 


An analysis made by The Prudential 
shows that almost 25% of its ordinary 
business up to $10,000 is being placed on 
the lives of women. Almost 50% of this 
business is written in endowment form. 
This preference is explained by the fact 
that few unmarried women expect to 
have dependents, say twenty years hence, 
and take out insurance not primarily as 
protection for those they may leave be- 
hind as does a man, but to have a “nest 
egg” in those years when they may wish 
to relax a little from a strenuous busi- 
ness life. 





John Strait, manager for the Phoenix 
Mutual Life at Poughkeepsie, N. Y., has 
heen elected president of the Exchange 
Club. 





During eighty years 


holders, the MUTUAL. 


henefit of agents. 


THE MUTUAL 





Prestige and Good Will 


of active service to policy- 
BENEFTT has demonstrated 
its dependability as a Life Insurance Company aim- 
ing to satisfy its membership. 
good will the Company enjoys are due to its long 


record of equitable service, which redounds to the 


INSURANCE COMPANY 


Newark, New Jersey 


The prestige and 


BENEFIT LIFE 








Beha Explains Stand 


(Continued from page 3) 


of business organizations like the Chamber of 
Commerce of the United States, the Merchants’ 
Association of the City of New York, or the 
Chamber of Commerce of New York. 

It was not my intention to introduce any 
legislation covering my suggestion on this sub- 
ject at this session of the Legislature, nor until 
the opportunity is given to carefully study the 
merits or demerits of the proposiion. 

I am firmly convinced that the recommenda- 
tion which J] have made is sound and in the 
interest of the policyholders, and will, in part, 
carry out the intent contained in the laws gov- 
erning the election of directors of mutual life 
insurance companies passed, following the so- 
called Hughes-Armstrong investigation. It was 
incorporated in my annual report with the idea 
that free discussion would follow, and with the 
hope that after matured deliberation and investi 
gation the officers of these companies would 
voluntarily bring about this reform in the elec 
tion of directors, or if legislation was deemed 
proper, it could be secured with the co-opera- 
tion and approval of the officers of the com 
panies themselves. 


EQUITABLE WRITES R. R. GROUPS 





Subsidiaries of the Union Pacific and 
Northern Pacific Covered; Condi- 


tions of Insurance 


The Equitable Society has closed two 
important groups covering the employes 
of the Pacific Fruit Express Co. and the 
Ogden Union Railway & Depot Co., 
both owned equally by the Union Pacific 
and the Southern Pacific. The minimum 
policy is for $250 on those with six 
months’ service, which is increased to 
$500 at the end of one year. This in- 
surance is paid for by the company. In 
addition the employes may purchase ad- 
ditional amounts of from $1,000 to $3,000 
according to wage classification, at a 
cost of seventy cents per month per 
thousand, the company bearing the dif- 
ference in cost. The Equitable Society 
also recently issued a group policy on 
the Camas Prairie Line which is owned 
by the Union Pacific and the Northern 
Pacific. 


«CERF AGENCY SALES MEETING 





Planning All Day Session at Hotel Astor 
With Home Office Executives 
At Evening Banquet 


The annual meeting of the L. A. Cerf 
Agency of the Mutual Benefit in New 
York will be held on March 23 at the 
Hotel Astor. Percy C. H. Papps, mathe- 
matician at the home office, will be the 
first speaker, followed by W. H. Beers, 
the company’s representative at Roches- 
ter; C. D. Kenny, uptown New York of- 
fice; Hyman Berman, Brooklyn office, 
who was one of the speakers at the re- 
cent New York sales congress, and Doc- 
tor William R. Ward, medical director 
of the agency. 

After a buffet luncheon, Oliver Thur- 
man, superintendent of agencies, will 
talk to the men. A feature of the after- 
noon session will be a series of short 
talks by eight producers of the agency. 
President Hardin, Vice President Rhodes 
and L. A. Cerf will be the speakers at 
the evening banquet. 





LOVEJOY MONTH 

The Manhattan Life has set aside March 
as Lovejoy Month in honor of President 
Thomas E. Lovejoy. Agents are being 
urged to make this month the largest in 
point of business written and paid for, as a 
tribute to the executive who has led the 
company for the past twelve years. 


Mutual Life Booklet 
On Insurance for Women 


The Mutual Life of New York through 
its literary department is sending out a 
booklet, “Financial Independence for the 
Self-Supporting Woman,” describing the 
advantages of creating a reserve fund 
for future sickness or loss of employ- 
ment by means of an endowment con- 
tract. 





The United States National Life & 
Casualty in its annual statement as of 
January 1, 1925 reports total assets of 


$910,035 and soar wr to its policy- 
holders of $525,731 
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Profit on $1 Tribune- 
Federal Life Policy 


“CLOSE SHAVED,” SAYS PAPER 





Chicago Tribune Explains That Much of 
Benefit Is in Advertising Circu- 
lation Scheme 





The Chicago Tribune had an edi- 
torial the other day on the profit accru- 
ing from the $1 accident policy it is 
offering to readers, the policy being is- 
sued by the Federal Life of Chicago. 
The Tribune says: 


The profits of insurance for a dollar, the new 
Tribune plan, go in four directions. In the 
round dollar turned over to the insurance com- 
pany by The Tribune for every policy there 
is a close shaved profit for the Federal Life. 
In promotional values and good will there is 
profit for The Tribune that more than balances 
$100,000 cash cost of administering the job. 
There is profit for all insurance companies in 
advertising and popularizing insurance. There 
is profit for the public in cheap but sound in- 
surance. The ‘Tribune gets no money. The 
scheme costs The Tribune $75,000 or $100,000 a 
year. The Federal Life gets a little. The man 
who has an accident gets a good deal. That is 
the way it should be. 

Insurance in some form or another is a basic 
principle in modern civilization. ‘The protection 
of private property is in a sense insurance of 
a man’s productive power against outside raids. 
The accumulation of capital is insurance against 
a hard time later when it may be difficult to 
produce more than is needed at the time. Acci- 
dent insurance is another way of stabilizing 
and distributing the uncertainties of the future. 
Life insurance, fire insurance are ways of carry- 
ing over into tomorrow some of the results of 
work that was done yesterday. It is as basic 


as thrift. The insurance habit, intelligently 
directed, is an education in social stability and 
forethought. 


The modern city adds a risk to human life 
that should be covered. It can be covered 
cheaply when done enmasse and without too 
large a profit. Accident insurance for a dollar 
covering death, disablement and partial dis- 
ability, with the scope of The Tribune policy, 
is a new thing in insurance. The government 
war risk insurance is a big thing for a limited 
part of our population. The Tribune accident 
insurance is a big thing for just about all 
classes of cur population. It shows what can 
be done for a dollar. 


E. H. HEZLETT MADE ACTUARY 


Connecticut General Advances Associate 
Actuary; John M. Laird Handles 
Underwriting Department 

Kdward H. Hezlett, associate actuary 
of the Connecticut General Life, has 
heen made actuary. John M. Laird, who 
has been secretary and actuary, will de 
vote his entire time to underwriting 
problems. He is chairman of the under- 
writing committee and head of the life 
department. 

Mr. Hezlett was graduated from Har- 
vard in 1913. Two years later he went 
with the Connecticut General and in 1924 
was elected associate actuary. 

STUDY OF FAMILY BUDGETS 

The National Industrial Conference 
Board of New York has completed a 
study on “Family Budgets of American 
Wage Earners” which presents an ex 
haustive analysis that throws light on 
the problem of measuring the cost of 
living. 
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Six Years of Marching On 


We now announce 1924 as the sixth successive 
year in which the Bankers Life Company has 
shown a gain in new business production as 
compared with the preceding year. The total 
for 1924 will reach $150,000,000. 


BANKERS LIFE COMPANY 


GEO. KUHNS, President 


IOWA 

















DUES TO BE DISCUSSED 





New York Life Underwriters in Execu- 
tive Session Next Week; Searle 
to Be Present 


The executive committee of the Life 
Underwriters’ Association of New York 
will meet next week with certain mem- 
bers of the National Association execu- 
tive committee and William A. Searle, 
traveling assistant to President Clegg, to 
discuss an inerease in local association 
dues as well as ways in which the asso- 
ciation can be of more service to its 
members. An increase in dues, if de- 





cided upon, will not take effect until 
January, 1926. 
WISCONSIN RECODIFICATION 





Fraternals Putting Up Fight on Pending 
Bill; Life and Fire Companies 
Not Opposed 


Members of fraternal orders in Wis- 
consin have opened a fight against the 
bill proposing a recodification of the in- 
surance statutes in Wisconsin. Scores of 
petitions were presented in the legisla- 
ture this week asking that the entire bill 
be defeated and members of the legisla- 
ture presenting them said that they came 
entirely from the representatives of fra- 
ternal organizations. 

The life insurance companies and fire 
insurance organizations are offering lit- 
tle opposition to the present recodifica- 


tion bill. Since the hearing last week, 
the health and accident organization 
have secured amendments which make 


the measure less objectionable. 


Adopt Second Year Values 
On Ordinary Life Policies 


Home Life agents have been advised 
that all policies issued on the various 
ordinary life forms, except at ages under 
23, will contain second year loan, cash, 
paid up and extended insurance values. 
Policies previously issued which are in 
force on the ordinary life plan on March 
1 will be entitled to second year values 
as well, even though the contracts them- 
selves do not provide for values until the 
end of the third year. 











proposition. 
Address, 


PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and am an- 
equalled dividend record, it will be to your interest to investigate our 


PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 
/ 
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The Columbian National Life Insurance Company 
BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Columbian National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE 


Columbian National Policies make selling easier. 


Policies backed by one of the very strongest companies 
capital, surplus and highest standard of reserves. 


in the country, having ample 











ECKER HEADS R. R. COMMITTEE 
Metropolitan Life Vice-President Made 
Chairman of St. Paul Railroad 
Bondholders’ Group 


When the security holders of the Chi 
cago, Milwaukee & St. Paul 
took possession of the road this week 
because it was conceded that it would be 
unable to meet coming maturities, com- 
mittees of holders of the various securi 
ties were formed and Frederick H. 
Ecker, vice-president of the Metropolitan 
Life, was named chairman of the com 
mittee of all the bondholders. 


Railroad 


PLAN CONFERENCE FOR JUNE 





Life Research Bureau Executive Com- 

mittee Also Elect W. J. Arnette 

at Meeting Here 
At the executive committee 
of the Life Insurance Sales Research 
Bureau held in New York last week, W. 
J. Arnette, vice-president of the Volun 
teer State Life, was elected to fill the 
vacancy due to the resignation of C. G. 
Taylor, now assistant manager and actu 
ary of the Association of Life Insurance 
Presidents. It was announced that Part 
III of the Manager’s Manual on “Stim 
ulating the Agency” would be published 
in a few weeks. Due to a number of 
specific questions in regard to the con 


meeting 


servation of business, the bureau will 
issue a revised report on this subject 
within the next two weeks. It was de- 


cided to hold the annual spring confer 
ence of the bureau early in June, at 
which one session will be entirely de 
voted to the discussion of problems vital 
to the smaller companies. 


HALEY FISKE’S BIRTHDAY 
Haley Fiske, president of the Metro 
politan Life, was tendered a_ birthday 
dinner on Tuesday evening by the Vet 
erans’ Association of the company. This 
association is composed of about 700 em 
ployes, who have been in the service of 
the company for twenty years and over. 

Mr. Fiske’s birthday was on March 18. 


Aetna Life Revises 
Its Medical Rules 


INVOLVING COINSURANCE 





Up to $50,000 Report by Examiner of 
Coinsuring Company Will Be 
Accepted; Other Changes 





The Aetna Life has revised its medical 
rules and Dr. E. K. Root, medical di- 
rector, announces that in all cases where 
standard insurance is concerned applica- 
tions for insurance submitted by brokers 
or agents for companies operating in 
New York State will be accepted under 
the following conditions provided the 
other companies interested have issued 
insurance in equal amounts and at stand- 
ard rates on the same examination: 

If the insurance applied for does not 
exceed $50,000, an examination made by 
a medical officer of the co-insuring com- 
pany will be accepted without further 
requirements. 

If the insurance applied for exceeds 
$50,000, but does not exceed $100,000, no 
further examination will be required pro- 
viding two examinations have been made 
by the other company on different days. 
Otherwise, one examination must be 
made by an Aetna Life examiner to- 
gether with a home office specimen of 
urine. A copy of the urinalysis made by 
the other company must accompany one 
medical examination. The two medical 
examinations thus submitted must be 
made on different days. 

If the insurance applied for exceeds 
$100,000, one medical examination to- 
gether with a home office specimen must 
be made by an Aetna Life examiner. 

In all the above cases one application 
and medical examination must be made 
out on an Aetna blank and signed by 
the applicant and medical examiner. 
When a part of the insurance applied for 
is to be reinsured by the Aetna, its rein- 
surance will require a urinalysis made at 
its own home office. 


PRUDENTIAL OF LONDON 
Statement for Last Year Shows English 
Company Has Over 25,000,000 
Policies in Force 
The report of the Prudential of Lon- 
don shows that that company had policies 
in force at the end of the year totaling 
25,138,287. The number in the industrial 
department is 24,018,159 and in the ordi- 

nary department, 1,120,128. 

The total assets amounted to £171,049,- 
265, an increase for the year of £12,599,- 
036. Total income for the year was 
£35,136,037. 





TO GIVE COMIC OPERA 

The Mutual Life Association, office 
club of the Mutual Life of New York, 
will present “The Town of Titipu,” Gil- 
bert & Sullivan’s comic opera, on April 
29, at the Brooklyn Academy of Music. 
To all indications, this performance will 
be interesting and worthwhile. 








American Central Life 


Insurance Company 


INDIANAPOLIS 
Retablished 1899 


All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 
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Combined Annual Statement 


/Etna Life Insurance Company 
and Affiliated Companies 


/Etna Casualty & Surety Company 
Automobile Insurance Co. Standard Fire Insurance Co. 


OF HARTFORD, CONNECTICUT 


MORGAN B. BRAINARD, President 


Total Assets... . » s. « » »« Seago faaeo 
Total Surplus to Policyholders . .. $44,415,342 
Total Income in 1924...) .  . «Ss $131,398,986 
Paid Policyholders since Organization $627,000,264 





75th Annual Statement 


/7Etna Life Insurance Company 
Capital Stock, $10,000,000 


Life, Accident and Health, Liability and Workmen’s Compensation Insurance 
Life, Accident and Health Group Insurance 


Assets . ......e © 9$245,556,619.31 
Liabilities . . . . . . « « $214,556,488.63 
Surplus to Policyholders . . . $31,000,130.68 


Increase in Premium Income % 8,195,397 Increase in Assets... .... 5.0055 0h00000% 4% 20,909,323 
Increase in Surplus to Policyholders .. 3,216,242 Increase in Life Insurance in Force... . . . 374,308,718 
Life Insurance Paid for in 1924. . ..... 673,577,688 Payments to Policyholders during 1924.... 41,086,201 
Payments for ‘Vaxes in 1924... . = 2,018,810 Paid Policyholders sinée Organization. ... . 534,003,433 
Life Insurance in Force.............6. $1,967,897,468 
[Sth Annual Statement 12th Annual Statement 
/Etna Casualty & Surety Co. Automobile Insurance Co. 
Capital Stock $2,000,000 Capital Stock $2,000,000 . 
Uo en eRe RI ea came $21,440,130.77 PRBC0E® 0 5-4.) ce, eae $21,857,151.56 
Liabilities. ..... 14,278,645.62 . PADINIEIES 6.60) ie es 17,318,736.91 
Surplus to Policyholders..... —7,161,485.15 Surplus to Policyholders.....  4,538,414.65 
Increase in Premium Income. .... $1,705,642.49 Increase in Premium Income. .. ..$11,102,395.11 
Increase in Assets. . ........ 2,440,477.64 Increase in Assets............... 5,351,665.26 


Increase in Surplus to Policyholders 846,246.77 Increase in Surplus to Policyholders 11,667.24 


Sth Annual Statement 


Standard Fire Insurance Co. 
Capital Stock $1,000,000 


Peat te tre Sa A ie ei $2,721,993.37 Increase in Premium Income...... $ 67,956.59 
Liabilities . ae 1,006,68 1.48 Increase in Assets................ 1,131,175.79 
Surplus to Policyholders. ......... 1,715,311.89 Increase in Surplus to Policyholders 1,027,918.24 


Automobile, Fire, Marine, and General Casualty Insurance—Fidelity and Surety Bonds. 
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Fraternal May Build 
Big Ohio Skyscraper 


ATTORNEY GENERAL DECIDES 





American Insurance Union To Have 
Skyscraper in Columbus to Cost 
$5,500,000 





An opinion by Attorney-General C. C. 
Crabbe of Ohio, made at the request of 
Superintendent of Insurance Harry I 
Conn, has apparently settled the ques- 
tion whether a fraternal benefit society 
of that state may undertake the erection 
of an office building larger than is re- 
quired for its own use. The American 
Insurance Union of Columbus had 
started the erection of a thirty-story 
office building which would be the larg- 
est in Columbus and the fifth largest in 
the country. The insurance department 
asked the attorney-general for an opin- 
ion on the legality of the step in view 
of the law which states that insurance 
carriers shall acquire only such struc- 
tures as are “required for its immediate 
accommodation in the transaction of its 
business.” The opinion by the attorney- 
general under the Ohio law has the force 
of a court decision, as only the attorney- 
general can bring suit to question acts of 
fraternal benefit societies. The building 
will cost $5,500,000. The American In- 
surance Union will spend $4,000,000 and 
the Keith Theatre interests will spend 
$1,500,000 on a theatre which will be part 
of the building. 

The attorney-general decided that the 
American Insurance Union was within its 
rights in undertaking the erection of the 
building in question. 





LANE AGENCY DINNER 
Opening of New Offices Announced; 
Ninth Anniversary of Louis Lane 
as Manager 
An open house picnic dinner was held 
by the Louis Lane agency of the Equit- 
able Life on March 13 to mark the open- 
ing of the agency's new offices at 212 
Fifth Avenue, as well as to celebrate Mr. 
Lane’s ninth anniversary as manager. 
The Lane agency now occupies an entire 
floor of 8,000 square feet. There are 
twenty private offices holding from one 
to five men each, and accommodations 
in the open floor space for seventy-five 

men, 

Members of the agency have formed 
an association which is governed by an 
executive committee whose duty it is to 
plan and call meetings, and issue an 
agency paper. In the past two months 
such executives as Frank H. Davis, Dr. 
Griffin M. Lovelace, Dr. John A. Steven- 
son and W. E. Taylor have addressed 
the association. Mr. Lane is a brother 
of Mervin Lane, associate manager of 
the I. A. Lewis agency of the company. 





Shrinking Estates 


Many metropolitan dailies publish sta- 
tistics showing the Gross and Net values 
of Estates Appraised. The following 
items have been taken from recent issues 
of the New York “Times.” Note the 
very material shrinkage, which is due 
to Federal and State Inheritance Taxes, 
Administration Expenses, Executor Fees, 
Counsel Fees and Outstanding Debts: 


Decedent Gross Estate Net Estate Shrinkage 


bE. ‘€. Bb, $67,778 $51,235 $16,543 
G. C.K 203,606 188,625 22,981 
ee 5,307 3,145 2,162 
G. W. S. 132,758 120,711 12,047 
E. ¥. €. 8,377 6,040 2,337 
A. M. E. 16,732 13,947 2,785 
L. K. McK 50,514 44,825 5,689 
J. BD. 927 360 531,415 395,945 
ex. Lb. 23,446 1,981 21,465 
» &, P, 42,204 37,300 4,904 
M. A.D 7,541 4,968 2,573 
ie 17,580 10,973 6,607 
W. H. S. 44,395 36,471 7,924 
re: eS: 45,748 26,485 19,263 
C. A. M. 25,643 21,583 4,060 





DUFFIELD AT RICHMOND 














Prudential Officers on Southern Trip 
Visiting the Agencies of the _ 
Company 
President Edward D. Duffield of the 
Prudential headed a party of home office 
executives which visited Richmond last 


week. Mr. Duffield spoke before the 
Richmond Life Underwriters’ Associa- 
tion. The stop at Richmond was the 


first leg of a Southern trip, the purpose 
of which was to bring Prudential field 
men in the South personally into touch 
with the aims and policies discussed at 
the recent biennial business conference 
at Newark. Representatives of both in- 
dustrial and ordinary departments of the 
Richmond district met with the execu- 
tives at two meetings during the day. 
Others in the party were George W. 
vice president; Willard I. 
Hamilton, vice president and secretary; 
John W. Stedman, vice president; and 
H. B. Sutphen, supervisor. Members of 
the party went from Richmond to Char- 
lotte, N. C. They planned to visit At- 
lanta, New Orleans and other southern 
cities before returning to the home 
office. 


Munsick, 


Dr. G. P. Paul Made Associate 
Medical Director of Aetna Life 
The Aetna Life has appointed Dr. 
George P. Paul associate medical direc- 
tor of the company. Dr. Paul has been 
associated with the Rockefeller Founda- 
tion for which he studied diseases in the 
tropics and the New York State Health 
Department. He is a graduate of New 
York University and Bellevue Medical 
College and the School of Public Health 
of Massachusetts “Tech” and Harvard. 


iCA 
Ais STEVENS, S oO 


HOt ny 





























GREATEST 
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WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 









































THE PASS KEY— 


ALL the ODDS a SALESMAN asks ARE: 
To be admitted within the door. 
To be invited to have a seat. 
To be granted a chance to talk. 


ALL the ODDS a PROSPECT asks ARE: 


To be frankly advised of his needs. 


To be intelligently informed of insurance advan- 
tages. 


To be properly covered with adequate protection. 


ACCIDENT AND HEALTH INSURANCE— 
IS THE PASS KEY—THAT OPENS— 


FOR THE SALESMAN, the opportunity to 


acquire desirable information. 


FOR THE PROSPECT, the opportunity to 


receive wholesome advice. 


ACCIDENT AND HEALTH INSURANCE— 
HAS BEEN PROVEN—AN ALLY— 


FOR THE SALESMAN, in providing an 
unlimited field of prospects. 


FOR THE PROSPECT, in providing an in- 


valuable form of protection. 


THE SAME COMMISSION HERE AND 
HEREAFTER—THIS YEAR AND NEXT 


Missouri STATE LIFE 
INSURANCE Co. 


HOME OFFICE, ST. LOUIS 


LIFE 
HEALTH 


M. E. SINGLETON, President 


ACCIDENT 
GROUP 
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HIS radio station began broad- 

casting from ‘‘The Insurance 
City’? on February 10. It has been 
heard across the continent, with 
enthusiasm. Tuesday and Friday 
are its regular nights. Thus far it 
has devoted an extra night each 
week to special high-class features 
relayed from New York. — -—~ 
It broadcast the Inauguration. 
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Interest Women 
in Life Insurance 


SAYS 





Tells Why Wives Should Carry Ample 
Life Insurance; Stresses 
Endowment Policies 





That every wife should know about life 
insurance and its many uses in time of 
need, is featured in the February issue of 
McCall’s Magazine. This article was 
written by a woman member of the Mc- 
Call staff, who is an expert on financial 
matters, and in it she has emphasized that 
life insurance will save families from pov- 
erty, take care of the sick, educate chil- 
dren and pay off the mortgage. Comment- 
ing on such misfortunes in life, the article 
says: 

“Suppose your husband died and you 
have to support yourself. It is sad, but it 
is true, that the most helpless person is 
the homemaker who is suddenly thrust out 
into the world to earn her own living. [f, 
in addition, she has children to support, her 
case is tragic. Don’t take any chance of 
finding yourself in that desperate plight. 
An endowment policy will banish the fear 
of absolute penury for you. It offers you 
a method of proyiding a nest egg for the 
time when you will need it most. And if 
your husband should die at arv time be- 
fore the policy is paid up, you would re- 
ceive the whole amount immediately.” 

Mortgage redemption insurance is 
stressed also in this thought: 


“Suppose you and your . husband are 
buying a home and are gradually paying 
off the mortgage. If he should die before 
the mortgage is paid, what would happen 
to you and your children? 

“Could you support yourself and them, 
and pay that .rortgage in addition to all 
the rest? Or would you have to give up 
your home? 

“Not if you have what is called ‘mort; 
gage redemption insurance.’ In that case 
the insurance company pays the mortgage 
when your husband dies. You and your 
children are not homeless! Moreover, if 
your husband does not die before he has 
paid the mortgage, $1,000 or more of 
straight life insurance remains.” 

The following emphasizes the value of 
the educational fund policy: 

“If you have young children and dream 
of sending them to college some day, you 
can begin right now! Father can take out 
an ‘Kducational Fund Policy’ for each of 
the four college years. Most people take 
policies of $500 or $1,000 each. These 
policies mature—that is, they are paid— 
at specified times; for instance, one each 
year when your boy, or girl, is seventeen, 
eighteen, nineteen and twenty. 

“Suppose you take out these policies— 
one each year for four years—beginning 
when your child is seven years old. The 
Payments are easy when distributed over 
ten years. And when the boy or girl is 


ready to go to college, the money is ready 
100.” 





23-YEAR ENDOWMENT 


Favorite Policy of T. M. Jones, Lincoln 
National, Youngstown, O.; He 
Tells Why 

T. M. Jones of Youngstown, Ohio, read 
a paper before Lincoln National Life 
representatives on the subject “My Use 
of the 23-Year Endowment Policy.” He 
said that this was his favorite policy for 
general use because it can be changed to 
meet the circumstances of changing con- 
ditions. It is an especially good policy for 
new agents. - 

Mr. Jones pointed to the record of Mrs. 
Schnurrenberger, stating that she had 
written twenty policies in forty days for 
a total of $28,000 of insurance, all upon 
the 23-Year Endowment plan, and that 
at the same time she had cared for her 
four children, 

The 23-Year Endowment Policy is a 
good policy to sell the young business 
woman, because if she gets married later 
the policy can be changed into a low cost 
Protection policy if desired. 





ARTICLE IN  MI’CALL’S | 


FIRST $1,000,000 POLICY 


W. E. Robinson of Minneapolis Discusses 
Early Contracts of Large Amounts; 
Vanderbilt and Peavey Policies 


Writing to “The Insurance Press” W. 
E. Robinson, of Minneapolis, gives the 
following information about pioneer 
$1,000,000 policies : 


“IT am of the opinion that George W. 
Vanderbilt was the first man to take a 
policy for $1,000,000, and I think that 
must have been about 30 years ago or 
possibly more, as Mr. Vanderbilt died 
several years ago and he had his policy 
in force about 17 or 18 years. 

“Frank H. Peavey, of Minneapolis, 
Minn., had a policy issued to him for 
$1,000,000. His policy was dated April 
17, 1900. I saw a photograph of his pol- 
icy today, and | also saw a photograph 
today of the check dated January 10, 
1902, that the Mutual Life of New York 
issued in payment of Mr. Peavey’s policy, 
as a death claim, $1,000,000, 

“In March, 1904, Rodman Wanamaker 
took $1,200,000 with the Mutual Life of 
New York. I understand that one policy 
was for $1,000,000 and one for $200,000. 

“I have in my possession a photo- 
graph of the check for $48,390 given by 
Frank H. Peavey in payment for the 
first annual premium for his $1,000,000 
eer: This check was dated April 28, 








TELLS BOYS ABOUT INSURANCE 


_ William G, Shepherd, who writes de- 
lightful stories and articles for boys, is 
the author of a series now running in 
“The American Boy,” the article in the 
April number being on insurance entitled 
“John Insurance Hundred.” The article 
presents insurance in a favorable and 
attractive way to the million or more 
boys of high school and college age who 
are readers of “The American Boy.” The 
“John Hundred” in the series is the $100 
any boy can earn to best advantage. 
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A Policy You Can Sell 


Here, Life and Accident Insurance are “United” in 
one policy. Interesting and descriptive literature is 


available. 


eeeeseoeeeosoooees 
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Concord 


Correspondence is invited concerning YOUR terri- 
tory. (Pennsylvania offers particularly good oppor- 
tunities at the present time.) 


UNITED LIFE | 


AND ACCIDENT INSURANCE CO. : 


escstssesssssocsesess: 


New Hampshire 





Address Inquiries to EUGENE E. REED, Vice-Pres. 





Cost only $26.61, O. L., Class I, Age 35 


peeeees 
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VISITED DENVER 

Robert D. Lay and Walter E. Webb 
of Chicago, vice-presidents of the National 
Life of U. S. A., stopped over in Denver 
for a brief conference with Royal E. 
Hoover, general agent in Colorado re- 
cently. Mr. Lay said that confidence in 
President Coolidge and his administration 
is clearly shown by the people throughout 
the United States. The country now faces 
the best general conditions since the war. 
Mr. Webb said that he finds business con- 
ditions in Denver second to none, and that 
its big broadcasting station KOA is ad- 
vertising the city. ‘ 
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of the new business is- 
sued by The Northwest- 
ern Mutual Life Insurance Company in 1924 
was upon applications of members previously 
insured in the Company. 


Once a Policyholder— 
Always a Prospect | 
The Policyholders Company | 






Ab dy Wes ss 
SPREAD ‘To PROTEL 


——— 


The 
Northwestern Mutual Life Insurance Co. 


Milwaukee, Wisconsin 
W. D. Van Dyke, President 




















—— 


WHAT IS AN HOUR WORTH? 





J. B. Duryea of San Francisco Gives 
Formula For Arriving at Actual 
Value of Each Hour 
To succeed in life underwriting you 
should spend at least six hours a day in 
actual soliciting and four hours a day 
in planning, prospecting, preparing pro- 
positions, writing letters, and the of- 
fice details connected with applications, 
policies and settlements, says J. B. Dur- 
yea, general agent for the Penn Mutual 
Life at San Francisco. This is the ab- 
solute minimum for a man who is pay- 
ing for less than $300,000 a year. After 
he can pay for more than that he may 
become so efficient that he can cut down 
the hours of his work day—but usually 

he increases them. ‘ er 

The strict use of the six soliciting 
hours for talking insurance service to 
prospects, instead of wasting it doing 
something else, is imperative. These 
six hours are your money-making 
hours, says Mr. Duryea. Counting five 
full days to the week, fifty weeks to 
the year, we have 1,500 soliciting hours 
a year. ae 

In the following each soliciting hour 
is worth the amount set opposite the 
yearly amount: 


$1,200 a year is worth $080. 
$1,800 a year is worth $1.20. 
$2,400 a year is worth $1.00. 
$3,000 a year is worth $2.00. 
$4,000 a year is worth $2.67. 
$5,000 a year is worth $3.33. 
$6,000 a year is worth $4.00. 
$10,000 a year is worth $6.67. 
$12,000 a year is worth $8.00. 
$15,000 a year is worth $10.00. 


Divide what you expect to earn this 
year by 1,500 hours and you will have 
the value of your soliciting hours. If 
your time is worth $5 an hour, fifteen 
minutes spent in talking to a casual ac- 
quaintance will cost you $1.25, and three 
such interruptions will cost you $3.75. 
Get a book and charge yourself each day 
with these losses. At the end of the 
year add these losses to what you have 
earned; and the sum should be your 
“expected” earnings. 





PORTRAIT OF J. L. ENGLISH 


A life-size portrait of Joel L. Eng- 
lish, senior vice-president of the Aetna 
Life Insurance Company, has recently 
been completed by Irving R. Wiles, 
noted portrait painter, and placed in the 
directors’ room with portraits of other 
notable officials who have served the 
Aetna Life. 
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“If wishes were horses, beggars would ride” 








F beggars by wishing could ride they would nevertheless still be beggars. A ride 
would get them nowhere, nor would it, even to them, mean anything. 


The ride is the thing and that pre-supposes that the right to ride has been earned and 
the destination has been thought out before foot is put in the stirrup. 


But after all the old proverb has an appeal for us. Its sarcasm exposes the futility of 
wishing without working; it suggests that dreams do not come true without effort. 


It is all right to wish. The man who dreams of nothing and wishes for nothing gen- 


erally will not work and will get nothing. The man who gets something visualizes it 
first, wishes for it, and then works for it. 


When General Grant told his wife that they were poor because all their property had 
been lost through the rascality of a business partner, Mrs. Grant was naturally much 
grieved. “But,” said the general, “It is nothing to compare with what it would be 


if one of the children had gone wrong” 


The proverb suggests that there is a “wish” in most human hearts. Serious-minded 
men and women realize responsibilities, and if in moderate circumstances, they wonder 
how these obligations can be met. Therefore, they “wish”. 


About what does your dearest wish centre? Your children, of course. If you live you 
will take care of their training and education. Your productive power will give them a 
chance in life, a chance to ride. But suppose you do not live. 


Can they in that unhappy event be educated? Can they ride? They can. They 
can by your forethought; and they will not be beggars either, and in doing it you will not 
indulge in mere dreams. Your wish will become a reality. They will know how to 
ride, whither to ride, and what to do when they get there. 


All this can be done through Life Insurance. 


Life Insurance is a real magician 


It makes wishes real horses and the otherwise helpless can ride. 


Send for a New York Life agent. He will give you a good “mount” for which you 
can pay (no begging), and a destination—the protection of your dependents. 


NEW YORK LIFE INSURANCE COMPANY. 
DARWIN P. KINGSLEY, President. 





NOT A COMMODITY, BUT A SERVICE 





Canenanenven 


IYouivavivavivavivexivexivaxtvant varivariverivarl avi ariv@rivarlvertvoriverivarlvaviveri evtvea ta tvedveviverivar 
























































SS 
































March 20, 1925 



















Fe aeetia Bins SPAN Cast ROG ORE 
“—— ie 


WP RECEP CN 









THE EASTERN 
UNDERWRITER 











AE TREE RRR MOA ARS TROT 





Page 11 








Ship Steward Writes 
$100,000 First Month 


NEVER SOLD ANYTHING BEFORE 





A. de Marcillac Leads Hart & Eubank 
Training Class; Twelve New Men 
Write $255,500 in a Month 





A ship steward is the leader of the 
training class of Hart & Eubank, Aetna 
Life managers in Greater New York. 
He is A. de Marcillac, a Frenchman, 
who has been a steward on the Grace 
Line steamer, the Santa Teresa, and 
others. He made a success of this vo- 
cation, but decided to enter life insur- 
ance because of its possibilities for ad- 
vancement. He joined the Hart & Eu- 
bank Agency on February 1, having 
been among the eleven men _ selected 
from a list of over two hundred appli- 
cants who answered a classified ad. At 
the close of a month’s extensive train- 
ing under Raymond G. Gregory, director 
of the field training department, Mr. 
de Marcillac had closed fifteen applica- 
tions, or a total of over $100,000 of new 
business. Previous to his entering the 
class, he had never sold anything and 
knew absolutely nothing about life in- 
surance. In spite of this, he has not re- 
ceived any supervisory assistance in the 
closing of a single case. 

Mr. de Marcillac finds it as easy to 
sell strangers as friends. Even before 
he became an agent he kept a card in- 
dex of everyone whom he met, and now 
finds this practice invaluable. He has 
set his goal for a million dollars of per- 
sonal business this year. 

In securing new agents, Mr. Gregory 
runs a classified ad asking for men with 
no previous life insurance experience; 
men who have succeeded at their previ- 
ous undertakings, but who feel that their 
present jobs do not offer them a proper 
chance to advance. He expressly states 
that it is no pink tea job, but an excel- 
lent opportunity for a man who wants 
to go ahead badly enough to accept 
training and apply that training indus- 
triously. For the first week the entire 
day is spent in class; thereafter, the 
mornings are spent in training and the 
afternoons are spent in actual selling in 
the field. His qualifications are: Mar- 
ried men, or men with dependents; men 
over thirty; men with a high school ed- 
ucation; men with some selling experi- 
ence, preferably in advertising, bonds or 
real estate; new agents must be able to 
finance themselves for four months. 

Mr. Gregory states that at the end oi 
thirty days the twelve men in his class 
had secured forty-three applications, a 
total of $255,500. This is an average 
Policy of approximately $5,000 and an 
average premium of over $6,200. The 
basic rule for agency development, says 
Mr. Gregory, is to secure a group of 
men of the highest possible type. Once 
this is done, most any kind of a train- 
ing course will get a certain amount of 
desired results. Consequently, he feels 
if his department has accomplished any 
thing of note, it is because of the men 
themselves and not because of the train- 
ing course. 


AGENCY SUPERVISION PLANS 





J. Elliott Hall Agency Plans Three 
Separate Divisions in Agency 
Supervision 
J. Elliott Hall agency of the Penn 
Mutual in New York will make the fol- 
lowing three separate divisions in the 
agency supervision this year: First, in 
the matter of prospecting, a friendly 
contest has been inaugurated to stimu- 
late the endless chain of prospects. A 
chart bearing a “flower pot” with the 
agent’s name has been assigned to each 
agent; he is to draw a line for each 
name he secures in his endless chain, 
thus developing a prospect plant. Each 
case written is indicated on the branches 
of the plant and at the end of three 

months prizes will be awarded. 

The second division in the agency 
plans is designed to encourage consecu- 
tive productjon. The “One a Week” 
stunt that has been a feature of the 
agency for some time will be given new 
vigor by renewed encouragement to the 
consecutive weekly producers. A unique 
board will keep track and give credit 
to those who distinguish themselves in 
this way. 

The third division is to 
volume and number of lives. Individual 
quota cards have been made out for 
each agent and are displayed in a case. 
The card shows the business for 1924 
month by month as well as the number 
of lives; along side of these figures are 
spaces for the same record for 1925. 
On the right hand side of the card is 
a space in which to put the graph of 
the agent’s business during the year. 
This graph of each agent’s quota has 
been drawn in black, the actual business 
will be drawn in red as it is produced 

Private offices have been assigned to 
the leading agents. Messrs. Hopkins 
and Warner have room 1, Messrs. N. A. 
Hall and Loomis room 2, Lorimer and 
Aungst room 3, Raetzer & Kimberly 
room 4, Alling & Scott room 5, Duff, 
Stoughton and Wetmore room 6 

If another man in the agency excels 
any of these in production for three 
consecutive months he has the right to 
occupy any of the private rooms with its 
many advantages. 


stimulate 


IMPERIAL LIFE GAINS 
Toronto Company Had Largest Increase 
in Assets Last Year of Any Year 
of Its History 


The Imperial Life of Toronto wrote 
new business last year amounting to $33,- 
424,317, not including revivals. The total 
amount of insurance in force at the end 
of the year was $176,068,256. The com- 
pany had total income of $7,865,577, the 
premium income alone being $6,162,528. 

The company has total assets of $31,- 
239,195, having been increased during the 
vear by $3,214,551. The yearly gain in 
assets was the greatest in 1924 of any 
vear in the company’s history. 

A POLICYHOLDERS’ MONTH 

In a service letter to its policyholders, 
the Penn Mutual advises that it has desig- 
nated March as “Policyholders’ Month,” 
during which agents will confer with the 
insured as to their needs of service. 





Office for information. 


since 1878. 





MORE THAN 50% 
of the business written by some of our larger agencies is a 


direct result of the Fidelity lead service. Our agents interview 
interested prospects—people who have written the Head 


Fidelity is a low-net-cost company operating in 40 
states. Full level net premium reserve basis. Over Quarter 
of a Billion insurance in force. Faithfully serving insurers 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER'‘LE MAR TALBOT, President 
A few agency openings for the right men. 











WALTER G. PRESTON, Vice-President 


RESOURCES 
State, County, Munic- 

ipal and School 

PHONES oo nSeedoreets $ 9,367,093.00 
First Mortgages on 

Real Estate........ 1,222,100.00 
Loans to Policy Hold- 

CBOE Oe cick wet auces 2,986,519.96 
Real Estate. .....6..0. 793,216.24 
Renewal Premium 

NOSE sox cccdewwics 198,980.77 
Cash in' Office........ 87.69 
Cash in Banks....... 428,906.47 
Accrued Interest on 

Securities .....000% 121,871.67 
Premiums in Process 

of Collection....... 90,277.78 

"Totals ooo dake $15,209,053.58 


BUSINESS IN FORCE 


Total Income 





The Bankers Reserve Life Company 


HOME OFFICE, OMAHA, NEBRASKA 
ROBERT L. ROBISON, President 


RAY C. WAGNER, Sec’y and Treas. 


FINANCIAL STATEMENT, DECEMBER 31, 1924 





A SOLID, CONSERVATIVE COMPANY 


BIGGER - BETTER-STRONGER 


Net Gain in Admitted Assets in 1924 
Paid to Beneficiaries and Policyholders in 1924 


The Bankers Reserve Life Company 


OMAHA, NEBRASKA 


JAMES R. FARNEY, Vice-President 


LIABILITIES 
Net Legal Reserve. .$12,508,798.00 


Dividends Left with 

COMDERY © 650265. 375,618.00 
Death Claims’ Re- 

ported, no proof.... 31,004.50 


Unearned 
Premiums 
advance 


Interest, 
paid in 
and other 


HME oo cou ccnceans 272,952.04 
Capital Stock Paid 

Wiles «i surcenbiioaes 100,000.00 
Policy Dividends 
Calculated for 

| a yeep SP A Sancta 552,347.89 
Unassigned Sur- 

pe eae me aR et 1,368,333.15 

SO Oe ec ewees* $15,209,053.58 


rere re $94,000,000.00 


$ 1,234,050.58 
1,509,593.85 
4,020,487.30 
22,172,271.00 
93,563,393.00 








Canvassing Hint from Courtney Powell 


Twenty years ago when I became an 
agent of the Equitable Life Assurance So- 
ciety I invested in an Ordinary Life policy 
for $5,000 in favor of my wife. 

From time to time during the following 
ten years I took additional policies, until 
the total amounted to $78,000. And re- 
cently I arranged to have all this insur- 
ance paid to my wife on the Monthly In- 
come plan. 

After that I began to invest in other 
policies to provide for specific insurance 
needs. One to protect my home on which 
there is a mortgage; another to lodge 
with the bank that discounts my notes, and 
another to pay my inheritance taxes and 
aid in the settlement of my estate. 

These different policies have been very 
useful. Actions speak louder than words. 
And when I want to persuade a wealthy 
client that he needs more than one policy. 
I show him the bundle of contracts I 
carry on my own life. 

But those who know that I am not a 
wealthy man may wonder how I can af- 
ford to pay for all these policies. Well, I 
make my clients pay the premiums in the 
following way: Whenever I apply for a 
new policy I go out and interview a num- 
ber of my clients, and tell them that I 
have taken new insurance and need money 
to pay the premium, and cannot afford to 
pay it unless my clients come to my rescue. 


Thus, whenever I take a new policy I 
make it a rule to get half a dozen of my 
patrons to take new policies also. Thus I 
am able, without expense, to feather my 
own nest and at the same time teach a 
very striking object lesson to all the people 
T canvass who are without insurance, or 
who are inadequately insured. 


HEADS CONSERVATIVE LIFE 

Joseph M. Stephenson, former treas- 
urer of the Conservative Life of South 
Bend, has been elected president of the 
company. Mr. Stephenson is the son- 
in-law of Senator G. R. Summers, for- 
mer vice-president of the company. He 
is the chief stockholder and a million- 
aire. 


TO DEVELOP GROUP ON COAST 
The Prudential has appointed George 
R. Durgan as home office representative 
on the Pacific Coast to specialize in group 
insurance. He will cover the entire coast 
with headquarters in Los Angeles. 

A. J. Strang, formerly special repre 
sentative of the ordinary department oi 
the Western and Southern Life, has been 
appointed superintendent and placed in 
charge of the Cleveland (Edgewater) 
district. 








are guaranteed by State Endorsement. 








BASIL S. WALSH. President 
JOSEPH L. DURKIN. Secretary 


DR. E. BRYAN KYLE, Medical Director 


INDEPENDENCE SQUARE 


| HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 
PROTECTS THE ENTIRE FAMILY 
7a Sesuaey issues all modern forms of policy 
INDUSTRIAL POLICIES are fm FULL IMMEDIATE BENEFIT from date of issue and 


are up-to-date In every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and TOTAL AND 
PERMANENT DISABILITY CLAUSES and DOUBLE INDEMNITY FEA 


A HOME LIFE POLICY BRINGS 
PEACE OF MIND TO THE 
MAN WHO LOVES HIS FAMILY 


contracts from BIRTH to 6@ years next 


P. J. CUNNINGHAM. Vice-President 
JOHN J. GALLAGHER, Treasurer 


PHILADELPHIA, PA. 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 

















A poli yholder of 


Answering one of the New York 
Alibi of companies wrote to 
Competition the president re 
cently saying that 

more than a third of a century ago an 


company had sold him a 
had never been solicited 


agent of that 
policy, but he 


by a representative of that company 
again Another company has its home 
office in his city, within a block, yet no 
representative of that company has ever 
solicited him, though most of the direc 


warm friends of his and he is 
well known in the community. 

This situation is known to be common 
enough everywhere. The agent who de 
ludes himself with the notion that compe 
tition getting keen in life insurance 
should remember that the people are 
carrying only a small part of the protec 
tion they should have and really want 
Someone is going to sell them, sooner or 
later, and why not you? 


tors are 


s 


x es 


Hugh D. Hart, of 


Makes a Hart & Eubank, man 
Game of agers in New York 
Selling for the Aetna Life, 

told at the recent 

> ale s Congress in New York the follow 


my case 

A certhin life insurance salesman in 
New York, who sells several millions of 
dollars of business annually, has a stand 
ing offer to our office to deliver any large 
policy that any other agent has turned 
back because of inability to deliver, and 
he agrees that he will not charge the 
original agent who failed one penny for 
his services. His reason for this gener 
ous offer is found in the fact that he 
derives so much pleasure from the sport 
of selling life insurance that this feature 
surpasses every other motive in his work. 

This fighting spirit arose in the human 
breast with the earliest beginnings of the 
race, When man lived by the prowess of 
his club. As civilization advanced the 
fighting instinct, originally cultivated as 
a means of self-preservation, developed 


into an aggressive power that consti- 
tuted the basis of the warlike spirit 
which, through the latter centuries, has 
shaken the nations into convulsions of 
battle and bathed the human family in 


oceans of blood. With the 
of civilization the 
not perish, 


aspect. 


refinements 
fighting instinet did 
but merely assumed a nobler 
Men became interested in sports. 
even sought gratification for this 
inborn fighting spirit in other than physi 
cal struggles. The battleground of this 
new age which is dawning is not to be 
a battleground where physical forces 
contend, but where intellectual and spir 
itual battles are fought. 
Every life insurance sale, 
prospect acquiesces easily or 
culty, is an intellectual and spiritual tri 
umph for the agent who made the sale 
and even in defeat the salesman may feel 
the thrill over a well fought battle. The 
gratification of this fighting instinct 
through the medium of life insurance 
solicitation, its war upon apathy, upon 
prejudice, upon ignorance, upon depen 


They 


whether the 
with diffi 


dence, upon improvidence, upon extrava 
gance, constitutes at once a source of 
power and a source of pleasure. 

As life insurance men we have more 


than an individual problem, however: we 
have a vocational problem as well. We 
owe much to our vocation. It is the in 
strumentality through which we seek to 
solve our individual problem. Through 
our vocation we seek to attain the great 
rewards of life. We are its beneficiaries 

we are, therefore, its debtors. Our vo 
cation belongs in the scheme of modern 
life. Just as an individual has a mis- 


vocation has a mission too. 
every life insurance salesman owes a 
part of his time, a part of his talent and 
a part of his money to the vocation in 
which he serves. By their collective con- 
tribution of time, talent and money the 
vocation of life underwriting can best 
perform its mission to America. 


sion, SO a 


What can we do to serve the vocation 
of life underwriting? There are those 
who say that we can elevate it to the 
dignity of a profession. Others of us 
believe that we should make it the finest 


business in America. It is all right to 
desire to be a professional man—but 
what is wrong with being a_ business 
man? 

Why be ashamed to be a_ business 
man? Let us not quibble over whether 


e shall become a profession or a busi- 
ness. There is a more important task 
than quibbling over terms. The supreme 
mission of our vocation is adequi itely to 
insure an inadequately insured America. 

Dr. Huebner tells us that the life 
values in this country are from six to 
cight times as great as the property 
values. Mr. Babson tells us that the 
property values total approximately 
three hundred and fifty billions of dollars. 





AGENTS who can SELL 
as well as WRITE 


Can always be given an interesting 
proposition, much territory still 
awaiting capable representatives. 
Your inquiries will have consid- 
eration, 


UNION MUTUAL LIFE 
INSURANCE COMPANY 


PORTLAND, MAINE 








FRANK J. HAIGHT 
CONSULTING ACTUARY 


Hume-Mansar Building 
Indianapolis, Ind. 
Hubbell Building 
Des Moines, Iowa 











HOME LIFE 


Insurance Cumpeny of New York 


ETHELBERT IDE Low, President 


The 65th funni enet shows: 


Premiums received dur- 
ing the year 1924..... $8,003,453 


Payments to Policyhold- 
ers and their Benefi- 
ciaries in Death 
Claims, Endowments, 


Dividends, etc........ 6,321,524 
Increase in Assets...... 2,801,996 
Actual Mortality 62.4% 

of the amount ex- 

pected. 

Insurance in Force..... 260,530,414 
Admitted Assets........ 51,457,218 





FOR AGENCY APPLY TO 


GEORGE W. MURRAY 


Superintendent of Agents 


256 Broadway New York 


——_—___J 























COOD OPPORTUNITY FOR THE RIGHT MAN 


HE Manager of an old-line New England Company, having 

large territory in New York City and vicinity, is desirous 

of securing the services of a LIVE man as associate man- 
ager. Must understand the Life Insurance business and be 
capable of producing results. Replies in strictest confidence. 


Write: Box 1019, 
The Eastern Underwriter, 
86 Fulton Street, New York, N. Y. 














SQUARE DEALING 


with Agents and Policyholders made possible last 
year’s splendid Record of New Business 


$103,955,200. 


A Pledge of Still Greater Achievement in 1925 


New England Mutual Life Insurance Company 


Boston, Mass. 

















INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annually or quarterly, 
and 
INDUSTRIAL Policies from $12.50 to $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1924 


PRUCED <6sin0:0.ssisencceptstied oncensduowses ase caeweus ebaseaeseesseetesesesesesaeetecsewneeuee $ 41,521,283.15 
RMN MMOIAD 'nyccanngs velsioerh eu nexereunncenudateya Wiest baesweseeGaaeennes tase aTeE nrc 36,164,159.74 
AMRVSC A MUIR eaMP MND 55 a:0.5%soacm hee euadu wedi oceneSecweas ses cosekeaeer tase ee uareneaee 5,357,123.43 
BEUWUAPRNIOG: A MIE CR oo 5.05.05 4 avitaiv onic sibs. askdawew aces ete baeee ean ehe A aaeoneneshooehewaene 273,540,675.00 
RAPE UNA RU) EULER 5 cic ss coreg aki sds eadindbecdensbecnssechteoceerdeotewens 3,036,319.80 
Total Payments to Policyholders Since Organization........ ...-$35,784,215.15 


JOHN G. WALKER, President 


























THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY-TWO YEARS of prosperous and suc- 
cessful business. It has passed through panics, pestilence 
and wars unharmed, and to-day, as a result of eight decades 
of endeavor, 


offers financial strength, reputation, magni- 


tude, leadership, and life insurance service. 


Those considering life insurance as 


a profession are invited to apply to 


The Mutual Life Insurance Company 
of New’ York 


34 Nassau Street New York 
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LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 4 


The daily paper advertising of the 


EQUITABLE LIFE INSURANCE YARDSTICK 


Cash to pay outstanding bills Funds to business running 
ala ’ § een 7 


income |education|Insurance| taxes 
associate's interest. 
6 Cash to pay Federal and Stave 


Inheritance Taxes : B l L < s 
Income polis the family’ 
Pemocady bills ” 4 Gitts to Charities 
8 Either lump sum or income 
for old age 
15 YOUR PRESENT PROTECTION COMMENSURATE WITH YOUR REQUIREMENTS / 
THERE 15 
» 
e , 


AN EQUITABLE POLICY FOR EVERY LIFE INSURANCE NEED. 
F you were going away on a long journey 
you would certainly make some provision 


Lamp sum to pay off 


Money for the children's 
education 


3 Busi- 
ness recently cold, 
how the 


tamity budget can for an income for your wife and family. Have 
be ahem opie you made similar provision in case you should 
a suddenly be called away on that last long jour- 
Sea: ney? The monthly bills will keep céming in 


just as though you were here, and there is 
nothing so comforting as a sure fixed income 
to meet them, 


QUITABLE 











¢ 


THE 
EQUITABLE 
‘995 Seventh Ave 
New York City 
Wichouc obligation 
to me please send 
copy of your booklet, 

“BUDGETS WE LEAVE 

BEHIND.” 








The year 1924 was the most successful in the history of the Equitable. 
The complete Annual Statement will be sent to any address on request. 














tisements which were used 


society’s financial ad was published in at 
least one leading paper in each city of 
consequence, the pictorial ads running in 
the other papers. 

One of the company’s field managers 
writes: “I believe these pictorial ads 
show most graphically what life insur- 
ance will do and it was a great pleasure 
to see them printed. We received many 
inquiries, some of which were translated 
into applications, but the effect upon the 
entire community was excellent and I 
believe the impression conveyed was 
lasting.” 


HENRY W. BRUERE ADDRESSED 
BOSTON KIWANIS CLUB 

The best business man must have a 

brain of steel and a heart of gold, said 

Bruere, third vice-president of 

the Metropolitan Life in a talk on co 


Henry 


operation of employer and employe be- 
fore the Boston Kiwanis Club recently. 

“The 
spect to its growth and future security, 
and in regard to the 
is the way in 
work for it 


best asset in business with re 


public relations, 
which the people 
that 
the’ status that they think they have got 
in it, and their willingness to add to its 
growth.” 


who 


feel toward business, 


BANKERS’ RESERVE EXPANDING 


Omaha Company Had Excellent Growth 
Last Year; Plans to Develop Terri- 
tory in Eastern States 
The Bankers’ Reserve Life of Omaha 
had an excellent year in 1924 with a total 
insurance issued and revived amounting 
to $22,172,271. The company’s insurance 

in force now is over $94,000,000. 

Its financial statement for the past 
vear shows an increase in admitted as- 
sets of $1,234,050, its total assets being 
$15,209,053. Total income exceeded $4,- 
000,000 and the unassigned surplus was 
over $1,368,000. During the year the 
company paid to policyholders a total of 
$1,509,593. 

The Bankers’ Reserve Life of Omaha 
is planning considerable expansion in the 
Eastern States and has desirable open 
ings for managers in Delaware, New 
Jersey, Maine and Vermont. 


HEADS INQUIRY DIVISION 

August I. Weist has been appointed 
head of the inquiry division of the New 
York Life, which is a service depart 
ment for the field. Mr. Weist began 
with the company in 1906 and has been 
head of the policy issues and the sclec- 
tion and rating divisions. 

The Kansas City Life has brought out 
a new rate book which is a_ thorough 
revision of the old one. 





reputation for stability and fair dealing. 


their business. 


interest of all its policyholders. 
JOHN BARKER, Vice President 





Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 
FREDERIC H. RHODES, President 
This Company has always pursued those policies in the conduct of its business that have given it a high 


Has always rendered the highest grade of service to its policyholders. 
Has always extended reasonable assistance and encouragement to its representatives to develop and hold 


Its policy contracts give to each individual insurer full protection, safeguarding, at the same time, the 


ROBERT H. DAVENPORT, Secretary 
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NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 


Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 











simultane- 


The Colonial Life Insurance Co. of America 


Whole Life, Limited Payment and Endowment SOLD 


NEW High Val THROUGH 
r} ue ITS OWN 
pene Attractive and Novel Features pid... 
Low Cost STAFF ONLY 





Equitable Life Assurance Society in con- 
nection with publication of its annual 
statement has attracted considerable at- 
tention and been extremely helpful to 
the agents of the society. There are 
seven distinct types of pictorial adver- 








ously with the annual statement. This 
advertising appeared in the newspapers 
of the country over a period of about ten 
days. The pictorial ads told a real life 
insurance story and one of the most 
effective is published on this page. The 


Which, with especially favorable Industrial Contracts, 

give Agents unsurpassed money-making opportunities. 

E. J. HEPPENHEIMER, President 

GEO. T. SMITH, Vice-President CHAS. F. NETTLESHIP, 2nd Vice-President 
DUNBAR JOHNSTON, Secretary 8. R. DROWN, Asst. Bec’y and Asst. Treasurer 


HOME OFFICE, JERSEY CITY, N. J. 























Providen 


Pennsylvania 


Life Insurance Company of Philadelphia 





t Mutual 


Founded 1865 


A Company With Friends Everywhere 


The agent who is selling insurance in this Company, which for seventy- 
three years has been rendering unexcelled service, does not work alone. 
Wherever he may be, he finds enthusiastic friends ready to help him by 
testifying that there is no better company in the land than the old 
Massachusetts Mutual. Its enviable record for service and the low net 
cost of the protection furnished make a combination that assures success 
to any real worker in the field. 


VER forty per cent of the new business of the 

Provident Mutual is upon the lives of old policyholders 

who not only evidence their satisfaction by insuring their own 
lives, but by recommending the Company to their friends. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1861 








| ype eerste valuable to the agents of the Provident Mutual 


is the active good will of those whose Old Age Endowments 
have matured. 
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This newspaper is owned and is pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpor- 





ation, office and place of business 86 
Fulton Street, New York City. Clarence 
Axman, President and Editor; W. L. 
Hadley, Secretary and Business Manager; 
N. Eager, Associate Editor; 
Jerome Philp, Associate Editor. The ad- 
dress of the officers is the office of this 


Edwin 


newspaper. Telephone number:  Beek- 


man 2076. 

Subscription Price $3,00 a year. Single 
copies 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 

Entered as second-class matter April 
5, 1907, at the Post Office at New York 
under the act of March 3, 1879. 





MEASURING RULES FOR FIRE 
INSURANCE PROFIT 

Great men change their minds; fools 
never. 

That is somewhat of a paraphrase of 
an old saying and probably applies to 
the fire insurance committee of the Na- 
tional Convention of Insurance Com- 
missioners which, after deciding what 
was a reasonable underwriting profit, 
plus conflagration allowance, will now 
put its hands into the information bag 


n order to draw. out data about losses, 


underwriting profits, banking _ profits, 
ete., covering a period of a couple of 
decades, as is told in a news story on 
the opposite page. The companies’ com- 
mittee, which has been conferring with 
the commissioners for several years, is 
perfectly willing to tell the story all over 
again just as it has to every new insur- 
ance commissioner as soon as he finds 
his bearings at a commissioners’ meeting 
and can proceed to interrogate on the 
subjeet. 

Most insurance departmental heads 
live only through a brief career. In a 
way, there is a “new generation” every 
six months. After a new commissioner 
has learned how to read an annual state- 
ment, he begins to wonder about the 
investment account of an insurance com 
pany and why the so-called banking profit 
does not appear in the rates. It is per- 
fectly legitimate that he should be thus 
curious. As soon as he enters a com- 
missioners’ convention, however, he 
learns that this topic has been under 
discussion for some time and that it is 
one of the most important before the 
commissioners. He learns that the com- 
missioners have reached an agreement 
that stockholders, who hazard their capi- 
tal and stand ready to repair it and the 
surplus if they become impaired, are en- 
titled to a reasonable return on invest- 
ment. As to just what that return shall 
be, and how it shall be figured and 
what items shall go into it are the prob- 


MARSH & McLENNAN MADE 
TRAVELERS GENERAL AGENTS 


One of the Most Important General Insurance Offices in 
America to Sell Travelers Life, Accident and Group 
Marsh & McLennan, Inc., Chicago, have taken a general agency of the Travelers 
in its*Life, Accident and Group Departments. The Marsh & McLennan offices in 
New York City. San Francisco, and Minneapolis will also represent the Travelers 
in the same lines. 





This is not the first large general insurance agency organization which has of 
recent years added life, accident and group insurance to its lines of intensive activity 
Various other offices which have been built on a foundation of a large local fire 
business, or a specialized fire business over a large territory, or marine insurance, 
have taken on the life business just as they previously took on the casualty lines. 

The growing application of life insurance to business as well as individuals, and 
the broadening of the activities of insurance offices, are among the important factors 
bringing about this trend toward life insurance. Corporation, partnership, inheri- 
tance tax, and group life insurance seem to both the business man and the general 
insurance man to fit in with fire, marine, compensation, lability, and all of the other 
business forms of insurance. 

The Marsh & MeLennan offices are engaging in the life, accident and group 
insurance lines on the same basis as they are engaged in the fire and casualty lines 
In the Chicago office they have secured the servics of Don P. Hayn in connection 
with the Life, Accident and Group Department. Mr. Hayn has been in the life 
insurance business for many years, and is a student and a successful salesman oi 
the business forms, which will be of most interet to clients of Marsh & McLennan. 
Mr. Hayn stands high in life insurance circles. 

Marsh & McLennan is one of the largest insurance offices in America. As a 
brokerage concern it controls some of the greatest lines in this country, including 
railroads and hundreds of large value properties. Don McLennan is regarded as 
one of the best posted insurance men in the world, and Henry W. Marsh as one 
of the most enterprising of all insurance salesmen. Mr. McLennan lives in Chicago: 
Mr. Marsh in New York. Marsh & McLennan maintain offices in New York, 
Chicago, Minneapolis, Duluth, Detroit, San Francisco, Montreal, Buffalo, Pitts- 
burgh, Winnipeg, Cleveland, Columbus, Seattle, Phoenix (Ariz.), and London. 

Marsh & McLennan are United States managers of the Union Insurance Society 
of Canton, which has an authorized capital of $10,000,000. The Union has a Western 
department in Chicago; an Eastern department here; a Southeastern department 
in Atlanta; a Mississippi department in Louisiana; a Texas department in Houston; 
an Arkansas department in Little Rock; and a Rocky Mountain department in 
Denver. 

Marsh & McLennan are also United States managers of the World Auxiliary 
Insurance Corporation of London, England. 

A representative of the Travelers said this week that one reason why the Trav- 
elers appealed to Marsh & McLennan was because it writes insurance at guaranteed 
rates. 





Allan C. Stevens, of Knox, Lent & 
Stevens, Inc., White Plains, N. Y., has 


lems before the commissioners, and it is 
because of their very nature and the 


fact that the inquiry by the convention 
committee is pioneer that it is so diffi- 
cult to build the platform on which to 
stand and that more than one platform 
will be built. 

After the hearings this week the in 
surance commissioners were lavish in 
their praise of Wilfred Kurth of the 
National Board’s committee because of 
his helpfulness in aiding them to an un- 
derstanding of the situation. They lev- 
eled many questions at him, all of which 
he answered to their satisfaction. 

The commissioners will now await the 
new data, very intricate and difficult to 
get, and which the National Board has 
promised to obtain for them. When they 
get the information it will be carefully 
reviewed and there will be a new de 
cision by the committee which it is 
hoped will result in taking this question 
out of the realm of debate and specula 
tion and settle it, both for the protection 
of the public and of the stockholders. 

Tue Eastern UNpbrerwrirer believes 
that the experience for a_ period of 
twenty years is plenty long enough—it 
is quite a clerical burden at that—and 
there is some surprise that a few com- 
missioners are said to want the data ex- 
tending farther back, even from the time 
of organization of the company. In many 
respects that is impractical and certainly 


made,a suggestion to the business and 
professional men of that city for the 
organization of a noonday luncheon 
club, such as the Drug & Chemical and 
other downtown lunch clubs in New 
York City. He sent out 250 letters, and 
inside of a few days received 125 ac 
ceptances. So the new club will be a 
go. Its quarters, it is believed, will be 
in the new Professional Building, Court 
Street, opposite the County Court House, 
which will be completed within the next 
vear. Knox, Lent & Stevens, Inc., will 
have space for their agency on the 
ground floor, The building will be about 
seven stories tall, and among the pros- 
pective tenants are many of the leading 
lawyers of Westchester County. At the 
present time there is no noonday 
luncheon club for business men in White 
Plains. 
* * * 

Maurice Herrold, general agent for the 
Fidelity-Phenix in Buenos Aires, who 
has been visiting New York, leaves to 
morrow for Buenos Aires. 

a a 

Mrs. E. E. Cammack, wife of Vice- 
President E. E. Cammack, of the Actna 
Lite, has returned trom an extensive trip 
in England. 


as far as the Insurance Company of 
North America is concerned it would 
be stretching the demand out of all lim- 
its of reason. That company was incor- 
porated in 1794—before the commission- 
ers’ grandfathers were born, 





THE HUMAN SIDE 














A. DE MARCILLAC 


A. de Marcillac had been a ship stew- 
ard for a number of years, having some 
oi the most desirable ships and trips on 
the Grace Line schedules. But he real- 
ized that stewarding aboard ship had its 
limitations, so he kept scanning the hori- 
zon for the right kind of opportunity. 
About a month ago he joined the Hart 
& Eubank Agency of the Aetna Life in 
New York. In that time he wrote over 
$100,000 of business and has since been 
going stronger. Mr. de Marcillac had 
never had any kind of selling experience 
previous to his adventures of the past 
month. 

* *k x 


Mrs. Thomas C. Moffatt, wife of the 
popular president of the National Asso- 
ciation of Insurance Agents, and their 
sixteen-year-old son will sail for a Med 
iterranean trip on Tuesday. 

x ok x 


Marmaduke Harrison, the new insur- 
ance commissioner of Arkansas, was in 
New York this week. For five years he 
was deputy insurance commissioner. He 
is a lawyer by profession and is regarded 
as a valuable addition to the ranks of 
insurance commissioners. 

* ab * 


R. A. Algire, vice-president in charge 
of the burglary department of the Na 
tional Surety, became identified with the 
National in June, 1907, as state agent for 
Kansas. Nine years later he took charge 
of developing  sub-agency — business 
throughout the entire country at the 
home office. Late in December, 1918, 
he became manager of the burglary de- 
partment. 

k ok * 


Sumner Ballard, president and mana 
ger of several insurance companies, has 
returned here from Palm Beach. He re 
cently gave a dinner there, having as his 
guests some unusually prominent people, 
including the Duke and Duchess de 
Richelieu, Mr. and Mrs. Anthony J. 
Drexel Biddle, Jr., the Earl and Countess 
of Lauderdale, Dr. and Mrs. Preston 
Pope Satterwhite, Mr. and Mrs. Howard 
Brokaw, Canon J. Townsend Russell, 
Colonel and Mrs. Anthony A. Kuser and 
Colonel Owen Kenan. Frances Alda, 
soprano of the Metropolitan Opera, and 
wife of Gatti-Gazazza, director of that 
opera company, sang. 

x ok OF 


K. A. Luther, vice-president of the 
Aetna Life, is on his way to the Pacific 
Coast via the Panama Canal. 
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20-Year Data for 
Estimating Profits 


COMMISSIONERS’ REQUEST 


National Board Committee Agrees 
to Furnish All Possible 


Information 


The insurance commissioners have 
started out all over again in the matter 
of recognizing and agreeing to the fixing 
of a reasonable underwriting profit. It 
looks as if the 5% underwriting profit 
based on earned premiums and incurred 
losses and expenses, plus a 3% leeway 
for conflagrations, was all off; and that 
there will be a reconsideration of the 
subject based on a survey over a long 
period of results. 

On Monday morning of this week at 
the Astor there was an open session with 
a committee of the National Board of 
Fire Underwriters, which is discussed 
elsewhere on this page. Following that 
meeting there was a two-hour closed 
door session of the commissioners with 
the same committee on Monday after- 
noon at which the commissioners asked 
the first insurance companies if they 
might have some new data. In brief, the 
data is this: Results for a twenty-year 
period showing underwriting _ profit, 
banking profit and losses; also confla- 
grations since 1905; the data to include 
companies no longer in the business but 
which since the twenty-year period des- 
ignated have reinsured, merged or passed 
out of the running through financial 
troubles. 


Figures Will Be Furnished 


The committee from the National 
Board expressed its willingness to fur- 
nish all of this information which it can 
obtain. Some of it will be difficult: to 
get, especially the data of companies no 
longer in existence. 

The KAsteRN UNDERWRITER was in 
formed by one of the commissioners’ 
conunittee that it intends to consider a 
new basis for agreed profit. It may be 
8% or 10% or 12%, and will include 
banking as well as underwriting profit, 
and the conflagration percentage as well. 

Mr. Kurth submitted the following as 
conflagration ($1,000,000 losses) for the 
years 1921, 1922, 1923: 


NATIONAL 


BOARD CONFLAGRATION 









Kurth Faces Battery of 
Departmental Queries 


DISCUSSION OVER PROFITS 


Insurance Commissioners Again Hear 


Arguments Relative to Earnings 
and Conflagration Losses 


The reporter for THE Eastern UNpeEr- 
WRITER has been under the impression 
that the Insurance Commissioners’ Con- 
vention had agreed, after many hearings 


with a committee from the National 
Board of Fire Underwriters, that fire 
companies are permitted to regard as a 
reasonable underwriting profit 5% plus 
3% for conflagration—the 5% to be fig- 
ured on earned premiums less incurred 
losses and expenses, and that $1,000,000 
should be the money measure of a con- 
flagration insurance loss. 

Evidently, the reporter has been mis- 
taken. The subject was again discussed 
from several angles at the Astor this 
week, with three chairmen “in the chair” 

‘Messrs. Button, Virginia; Dunham, 
Connecticut; and McMurray, Indiana— 
and with Messrs. McCulloch, Pennsyl 
vania; Beha, New York; Monk, Massa- 
chusetts; Wells, Minnesota; and Ken- 
drick, Iowa, in the room. The National 
Board was represented by a committee 
headed by Wilfred Kurth, Home; other 


fire men present including Fred W. 
Koeckert, Commercial Union; W. E. 
Mallalieu, general manager, and O. B. 
Ryon, counsel of the National Board. 


President Tom Moffatt, of the Agents’ 
Association, was in the grandstand. 

Much of the discussion hinged on con- 
flagration losses, as to whether $1,000,000 
should be a conflagration loss, or whether 
a conflagration should be a certain per- 
centage of the earned premiums, say 
10%. National Board figures were pre- 
sented showing that in a _ three-year 
period—1921, 1922, 1923—there were con- 
flagration losses of $39,339,780, or 2.60% 
of the companies’ earned premiums. The 
figures were on the basis of $1,000,000 
conflagration. One of them, by the way, 
was in Nevada. ‘There were nineteen 
conflagrations in the three years. 

The session finally wound up with Mr. 
Kurth facing a battery of questions from 
what might constitute the brainworks of 
the commissioners’ convention, the in- 
terrogators being Messrs. Dunham, Beha, 
Monk, Conn, McMurray and Button, 
with Mr. Wells a silent listener. Some 
of the questions and answers follow: 








FIGURES FOR 1921-22-23 


1921 

Date Location Sound Value Loss 
3-19-21 Somth Chica@e, Th. ciscssecvccdscscccccecvtsvcccecnces diskeoes ++ $2,603,950 $1,394,137 
1 19-21 WRORUEMSOE: “DEMBEG © chacccscceccesscuslvsdecccaccbedeumadauan 4 022,295 
7-18-21 Warners, N. J. 1,436,336 
6- 6-21 Port Vue, Pa. 2,073,570 
9-28-21 POU WAMINOE, WIERD ci bicdaecccdeccsiccaduccrcvevssecgvanaeded 1,736,038 
UME savcdicapeseiehachucscneneanencaccess cxneeamewaeed $7,662,376 
Deducting first $1,000,000 ,000,000 
Net Conflagration Total $2,662,376 
1-26-22 CG BU cbc a pcsesadcostsadnavaeceqaenebeesanadsaumeabukeaas $1,015,918 

3-15-22 Cv viiiendebedvetcehsadcdeesnesaneneanieuaeanuna 3,882, 
7- 2-22 DS DE Gvscecuen s6dRicckewnss ceoedenswagenueie 2,668,841 
6-15-22 Arverne, Fé ‘binndieeehs neds dbenseecedcadbnedcalsmarenmanaeaie 1,671,666 
12- 1-22 Pres Wie Ge viwisctisdcacocndeenaseu adoususyaousanademeeaceune 1,225,711 
9-11-22 Astoria, SRE SSS ae AREY Sere oie oe 1,304,531 
12- 8-22 SM ss cc iavndeadtavavdacesd Sacekeucthenate 4,716,495 
12- 3-22 Augusta oe Va. 1,035,963 
7- 9-22 WICGME,. DNOUOME  sacdscccicccavadwacscaa ieivauiddeanset seedvenete 522,469 2,209,319 
WON. \/nces caeie unc edet eens isan dsaamnandenea ate iesbanans $82,417,282 $19,730,500 
Deduc A first $1,000,000 on each loss (9 losses) ....csseeceese sasnadensenaadciwe «+ 9,000,000 
Net Conflagration Total ..icccscccccccccesss piesktusheadenean woeksaauauna «++ -$10,730,500 
9. 7-23 INT, AE esis camverccnvncsrnes 506,022 
UE I nas encbgiaeaseunmeeenialll 930483 
2-14 23 South Omaha, Neb. 1,479,227 
12 22-23 Long Island City, 1,373,882 

3- 8-23 Providence, R. I. ,340, 
WROUEME Riis states Oe ween lak side ieee $11,999,002 
ibianigen first $1,000,000 on each loss (5 losses) -5,000,000 
Net Conflagration Total ...... ......... étbadakesnnadss éosencesses cepocccccceGQommnyoue 


J. K. Rice 





Wish to Announce Their Removal 
on March 14th, 1925, to 


120 Broadway 
“Equitable Building” 
Telephone: Rector 9030 


New York City 


Jr. & Co. 





Col. Dunham: Do you recall offhand the prin 
cipal point of difference in the brief of Com- 
missioner Hyde of Missouri and the brief of the 
National Board of Fire Underwriters about un- 
derwriting profit plus conflagration reserve? 

Mr. Kurth: Our proposition was on earned 
premium, deducting incurred losses and expenses. 
Commissioner Hyde’s was written premiums and 
paid losses. 

Col. Dunham: Why are you opposed to the 
written premium basis? 

Mr. Kurth: Written premiums do not be- 
come the sole property of the company and 
cannot be distributed to stockholders until they 
are earned. In addition to that, the earned pre- 
mium basis has been used in arriving at under- 
writing profit and it has been so sanctioned by 
the Supreme Court of a state; and by the Gov- 
ernment in matters of taxation. In other words, 
there is a deduction in making tax payments of 
incurred losses and incurred expenses from the 
earned premiums. 

Mr. Conn: What Supreme Court was it? 

Mr. Kurth: The Supreme Court of Arkansas. 
Under Mr. Hyde’s formula a company late in 
December could incur a million dollar loss which 
could not be paid until some time in January; 
and, if it were a small company that loss might 
make the company insolvent; and, yet, under 
Mr. Hyde’s formula the company would show 
to have made an underwriting profit. ‘The 
same point could be made about taxation, The 
company, despite this insolvency, would be liable 
for taxation if the written but not the earned 
premium were the basis. 

Mr. Conn: Do you think that invested income 
should be included in the fixing cf underwriting 
profits? 

Mr. Kurth: No, because the company’s capi- 
tal and surplus can be invested without sub- 
jecting it to the risk of the insurance business. 

Mr. Beha: Well, under our laws, are you 
not required to have capital before you can do 
business? 

Mr. Kurth: There is a minimum requirement, 
and in view of competition there must be a 
considerable capital to do business. It must also 
have a surplus by legal requirement. 

Mr. Beha: Is not the surplus profit made in 
the insurance business? 

Mr. Kurth: We must have capital, but if we 
did not subject it to the hazards of the insur- 
ance business we could still get a profit. 


Mr. Beha: What about the profits on the 
reserves? 

Mr. Kurth: They are the property of the 
stockholders. We must maintain assets to meet 
liabilities. 


Mr, Beha: Why should not the interest or 
profits on that reserve be credited to premium 
income? 

Mr. Kurth: We must maintain that reserve 
irrespective of whether there is a profit or not. 
Anyway, why should profits be credited and not 
losses? During the time this discussion has 
been on the investments of my company (the 
Home) depreciated $9,000,000. Would you want 
that charged to the policyholders? ; 

Mr. Beha: I suppose they were anyway, in 
one form or another; in fact, if not in theory. 

Mr. Kurth: The companies must maintain the 
liability; must have the earnings; and must 
stand the losses. 





Mr. McCulloch: Was not that $9,000,000 de- 
preciation in investments only a bookkeeping 
oss? 

Mr. Kurth: It would have been pleasant news 
to the stockholders to be assured at the time 
that it was only a bookkeeping loss. If at the 
time there had been a loss similar to San Fran- 
cisco and we would have had to go into the 
market and sell securities to pay the losses it 
would certainly not have been only a bookkeep- 
ing loss, 

Mr. McMurray: How much of this investment 
loss have you back, now that the market has 
gone up? 

Mr. Kurth. About one-half of it. 

Mr. Monk: Can a small company with small 
capital and small reserves do business on an 
equal underwriting profit with that of the large 
company and come out so well? 

Mr. Kurth: The larger the underwriting profit 
the better for the small companies. 

Mr. Monk: You could make money without 
the underwriting profit, but could the small 
company ? 

Mr. Kurth: The small company could not. 
Their expense ratio would be higher. There is 
always an advantage in a big company over 
small. 

Mr. Beha: What is the proportion of the 
premium reserves held by your company in pro- 
portion to capital and surplus? . 

Mr. Kurth: Our capital and surplus are $37,- 
000,000; our reserves are $38,000,000, 

Mr. Beha: You have, in other words, $38,000,- 
000 which belongs to your policyholders? If 
you stopped doing business it would belong to 
your policyholders? 

Mr. Kurth: L can’t admit that the reserve be 
longs to the policyholders, They belong to the 
company and it must maintain solvency to meet 
the return premium on demand. 

Mr. Beha: Well, should not the profits made 
on that $38,000,000 go to your policyholders by 
being figured in making the rate? 

Mr. Kurth: No, those profits belong to the 
stockholders as they are responsible for the 
liabilities. I do not agree with you that they 
should be figured in making the rates. 

Mr. Beha: I do not say that is my position. 
It is simply an argument which has been ad- 
vanced, 


N. J. LEGISLATURE THROUGH 
Did Not Pass Any Bills Which Were 
Opposed by Local Agents’ 
Association 
The New Jersey legislature adjourned 
without passing the bill that had the 

K. of the governor and which would 
have overturned the Ramsey Act, nor 
did it pass any other objectionable meas- 
ures, 

The local agents’ association, headed 
by Thomas C. Moffatt, was right on the 
job and did fine work. 











Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 


United States Fire Branch: 45 John Street, New York 


J. A. KELSEY, General Agent 


GEORGE Z. DAY, Ass’t General Agent 





U. S.—Statement December 31, 1924 

. « $6,691,491.37 
1,499,924.93 
750,177.51 

4,441,388.93 


ASSETS .« « ae eo 
PREMIUM RESERVE , 

OTHER LIABILITIES . , 
NET SURPLUS ....- - 


. . . . . . 
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\ 1oc) i A The fourth section provides that rating we 
ommissioners Get eset inspect every risk specifically 
Model Rating Bill rated by it upon schedule and for a writ- INCORPORATED 1868 


PREPARED BY NATIONAL BOARD 


Provisions Follow Closely Those of New 
York and Ohio; Report To Be 
Made in June 


In accordance with the request of the 


National Convention of Insurance Com 
missioners, the National Board of Fire 
Underwriters has submitted a model 
form of uniform rating law to be adopted 
by the various state legislatures. This 
model bill was submitted on Tuesday at 
the Astor by Vice-President Wilfred 
Kurth of the Home, representing the 


National Board, to the fire insurance 
committee of the commissioners. After 
a brief discussion of the bill it was re 
ferred to a sub-committee, composed of 
Superintendent Beha of New York, 
chairman, and Commissioners Wells, 
Minnesota; McMurray, Indiana; Hyde, 
Missouri, and Monk, Massachusetts. 
his sub-committee will report on its 
findings at the next full meeting of the 


fire insurance committee in New York 
in June. 

There are eighteen 
proposed uniform rating bill, which on 
the whole follows the rating laws of 
New York, Ohio and several other states. 

The first section provides “that every 
insurance company or other insurer au- 
thorized to effect insurance” shall be a 
member of a rating bureau. The second 
provides for the admission to 
rating bureaus “of any authorized in- 
surer applying therefore, and agreeing to 
abide by its rules and regulations” and 
hall furnish rates under reasonable rules 
and regulations to any authorized insurer, 
fhe third section provides for insurance 
companies specifying in their annual ap- 


sections to the 


ection 


plication for licenses, each rating bureau 
making rates upon property located 
vithin the state of which it is a member. 


ten survey of such risk which shall be 
filed as a permanent record in the office 
of the bureaus and a copy of the survey 
shall be furnished to the owner of any 
risk upon his request without expense. 
\lso it is provided that rating bureaus 
shall also file in their office as a perma- 
nent record all flat rates and rates on 
farm property within the state and also 
file a copy of same with the Insurance 
Department. 
Sections 5 and 6 follow: 


Section 5. The Commissioner of Insurance 
may address inquiries to any individual, asso- 
ciation, bureau or committee which is or shall 
be engaged in making rates or estimates for 
rates for fire insurance upon property in this 
State, in relation to the organization, main- 
tenance or operation, or any other matter con- 
nected with its transactions, and may require 
the filing of schedules, rates, forms, regula: ns, 
or such other information as may be required 
and it shall be the duty of every such indi 
vidual, association, bureau or committee or some 
officer thereof, to promptly make such filing or 
reply to such inquiries in writing; but surveys 
and completed schedules upon individual risks 
may be required only where written complaint 
is filed with the Commissioner of Insurance. 

Section 6. The Commissioner of Insurance 
shall have the power to examine any such 
rating bureaus as often as he deems it expedie itt 

and a report of such examination 
filed in the insurance department. 


to do so, 
shall be 
No Discrimination 

Section 7 provides that there shall be 
no discrimination in rates or credits on 
risks of same character. Section 8 pro- 
vides that the insurance commissioner 
shall be notified of all changes in the 
schedules. Section 9 deals with the plac 
ing of insurance. Section 10 deals with 
hearings to sift charges of discrimina- 
tion, the commissioner having the power 
to remove discriminations, and the courts 
having power to review the commission - 
er’s decision, 

Section 11 deals with filing annual state- 
ments showing fire premiums earned and 
losses and premiums incurred, The com- 
missioner shall have power to pass on 
reasonableness of rates after investigat- 


ing underwriting results over a period of 


O. J. PRIOR, President 








Manrded Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 

















five years. Sections 12, 13 and 14 pro- 
vide for fixing rates on property within 
the state. 

Section 15 exempts local assessment 
mutuals from the law, likewise sprink- 
lered property, railroad rolling stock and 
other property in transit, including ma- 
rine and transit risks. 

Section 16 deals with violations, mak- 
ing such misdemeanors, subject to fine of 
not less than twenty-five dollars nor 
more than two hundred dollars for each 
offense. If fines are paid within thirty 
days the commissioner may revoke the 
license of offending company until the 
fines are paid. Section 17 upholds the 
principles of co-insurance and valued 
forms. Section 18 states that all acts in 
conflict with the model law are repealed. 

Commissioner Button, chairman of the 
committee, said that naturally the bill as 
worded could not be adopted by every 
state, but that there would have to be 
amendments to conform to local funda- 
mental laws. However, for the purpose 
of uniformity to succeed it will be nec- 
essary for the basic principles of the bill 
to be adopted country-wide. 

In addition to those named on the sub- 
committee, Colonel Button of Virginia, 
Judge Conn of Ohio, Howard P. Dun- 
ham of Connecticut and Commissioner 
Harrison, the successor to Commissioner 
Bullion of Arkansas, were the commis- 
sioners present. Commissioner Hyde of 
Missouri and Commissioner Smith of 
Wisconsin were absent. 


W. T. BODE APPOINTMENT 





Now Associated With Howard T. Case 
in Middle Department for Boston 
and Old Colony 


William T. Bode has been appointed 
and will be associated with Howard T. 
Case in supervising western Pennsyl- 
vania, West Virginia and western Mary- 
land ior the Boston and Old Colony In- 
surance Companies. 


He entered the insurance business 
soon after leaving the University of 
Pittsburgh. In 1913 he was made a 


Special Agent, and since then has spent 
most of his time traveling western Penn- 


sylvania. Mr. Bode’s knowledge of 
home office details as well as schedule 
rating, coupled with his clear insight 


into insurance problems, should be of 
great value to our agents in his field. 





RAILROAD INSURANCE 


It was brought out at the meeting of 
commissioners this week that the New 
York Central has complete stock com- 
pany insurance covering its line; that 
the Pennsylvania Railroad carries its own 
insurance; and that insurance companies 
furnish protection to the New York, New 
Haven & Hartford if a loss exceeds a 
certain figure. 








LOYAL TO FRIENDS, AND 









TO LOYAL AGENTS, LOYAL 





Neal Bassett, President 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
A. H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


FIREMEN’S 


INSURANCE CO. 


of Newark, N. J. 


Organized 1855 


Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital .......*$3,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities. 


Net Surplus. . 


8,181,979.10 
*3,501,619.22 





Total ........$14,683,598.22 


Policyholders’ Surplus, 
$6,501,619.22 


*As changed April, 1924. 





Henry M. Gratz, President 

Neal Bassett, Vice-Pres 

John Kay, Vice-Pres. and Treas. 

Waite Bliven, Vice-Pres. and West. Mgr. 
Davis G. Vaughan, 

A. H. Hassinger, 

Wells T. Bassett, Soandiey 


GirardF.«M. 


INSURANCE CO. 


of Philadelphia 


Organized 1853 
Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ........$1,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities.. 2,949,854.39 


Net Surplus.... 1,075,257.03 





MOOR) ..2chsa508 $5,025,111.42 
Policyholders’ Surplus, 
$2,075,257.03 











Neal Bassett, Presiden’ 

John Kay, Vice-Pres, and Ti 

Waite Bliv hig mba and West. Mgr. 
on A. Sny 


Welle Ve Bassett, Secretary 


MECHANICS 


INSURANCE CO. 


of Philadelphia 
Organized 1854 


Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ........$ 600,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities.. 


Net Surplus.... 


2,208,445 .09 
865,873.90 





Total .........$38,673,818.99 





Policyholders’ Surplus, 








$1,465,373.90 ! 



















H. M. Schmit! ou mag 


Thos. A. yo ey _— 
athaway, 
Hassinger, Seeretery 
Wells T. Bassett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa. 


Organized 1866 


Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ........$1,000,000.00 

Reserve Reinsur- 

ance Fund and 

all other Mabili- 

ties 2,938,245 .94 
Net Surplus ....1,819,295.35 


ee eee ere weee 





Tota) we eee -$4,757,541.29 
Surplus to Policyholders, 
$1,819,295.35 











LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 
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Underwriting Statement for Three Year Period 


Compiled for Commissioners from Figures Reported to the National Board of Fire Underwriters 
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1921 ....$ 489,700,336 $281,331,464 $216,964,524**  $ 498,295,988 $ 8,595,652" 1.75 $24,485,017 $33,080,669" 6.75 $14,691,010 

1922 492,047,323 286,681,310 216,969,033 503,650,343 11,603,020" 2.36 24,602,366 36,205,386" 7.36 14,761,420 

1923 535,397,917 308,512,673 ' 252,115,253 560,627,926 25,230,009" 4.71 26,769,896 51,999,905* 9.71 16,061,937 

3 years . 1,517,145,576 876,525,447 686,048,810 ” 1,562,574,257 45,428,681" 2.99 75,857,279 121,285,960* 7.99 45,514,367 

** Indicates Expenses Paid. 
* Indicates Reduced Figure or Loss. ; 
- es e ° e E » 
M rt changed and the mortgagee may not no doubt collect for it on the ground of 
0 gagee Liability then have.an adequate opportunity to an implied contract. 


for Premium Payments 


COURTS NOT IN ACCORD 
Coykendall v. Blackman; Home v. Union 


Trust; Some Other Decisions Having 
Bearing on Situation 








The liability of mortgagee for payment 
of premiums under insurance policies is 
always an interesting question. The sub- 
ject has not involved extensive litiga- 
tion, and so far as it has been litigated, 
the courts are not entirely in accord. 

In the case of Coykendall vs. Black- 
mar, 161 App. Div. 11, the New York 
court decided that the sentence in the 
paragraph in the mortgage clause begin- 
ning with the word “provided” and going 
on to state “that in case the mortgagor 
or owner shall neglect to pay any pre- 
mium due under this policy, the mort- 
gagee (or trustee) shall, on demand, pay 
the same,” is a mere condition and is 
not an agreement to pay, suggesting that 
some further words of agreement or con- 
tract are necessary before the mortgagee 
can be bound to pay the premium. For 
example, they point out that the insur- 
ance company might have used the words 
“provided and agreed.” ‘This decision is 
by an Appellate Division, being an in- 
termediate Appellate Court, and not by 
the Court of Appeals, being the high- 
est court of New York State, and the 
Court of Appeals might refuse to follow 
the Appellate Division if the matter were 
ever brought to that court. 

In the case of Home Insurance Com- 
pany vs. Union Trust Company (1917), 
100 Atlantic 1010, the Rhode Island court 
takes the same view as the New York 
court—the Rhode Island case being the 
most recent one on the subject. 

A North Dakota decision handed down 
in 1891, being 2 North Dakota 229, and 
a Kansas decision rendered in 1898, being 
found at 53 Pacific 472, and at 59 Kansas 
470, both hold definitely that the mort- 
gage clause as above quoted amounts to 
a contract and agreement that the mort- 
gagee shall pay the premium if the mort- 
gagor or owner fails to pay it, provided, 
of course, that appropriate demand is 
made. 

The New York Case 


Peculiar circumstances of different 
cases may affect the court’s decisions. 
In the New York case the insurance 
company had not been diligent in making 
demand on the mortgagee for payment, 
and that fact may have been sufficient 
to justify the result of the court’s deci- 
sion. Anyway, it would seem to be un- 
fair for an insurance company to allow 
a premium-to go unpaid over a course 
of several years and then ask the mort- 
gagee to come forward with the money 
when perhaps his chance of getting it 
back from the mortgagor had been seri- 
ously affected. Most mortgages provide 
that the mortgagor shall keep the prem- 
ises insured and that if he fails to do 
so, the mortgagee may insure it and add 
the insurance premiums to the amount 
of the mortgage indebtedness. After a 
long period of time has gone by, the 
condition of the property may have 


reimburse himself for the premiums. 


If one were litigating this question, due 
consideration would, of course, have to 
be given as to procedure and form of lit- 
igation. Even in a jurisdiction where it 
were held that the proviso clause did not 
amount to a contract to pay, it might 
be possible to get the court to hold the 
mortgagee for the reasonable value of 
insurance which he had actually enjoyed 
over a course of time. If a mortgagee 
accepts a policy in his favor and keeps 
it for some considerable time, he has had 
the benefit of the insurance and he might 
well be called upon to pay for its rea- 
sonable value. If he had accepted any 
ordinary commodity under circumstances 
which disclosed that such commodity 
was not a gift, he could probably be 
called upon to pay reasonable value for 
it. For example, if a milkman left milk 
at one’s door and it were used, he could 





Sued as Upon a Written Contract 


In one of the decisions referred to, 
where it was held that the mortgagee 
was not called upon to pay the premium, 
the plaintiff sued as upon a written con- 
tract. It would probably have been alto- 
gether better to have sued on two counts 
—one on the written contract, and the 
other for the reasonable value of in- 
surance actually accepted and enjoyed by 
the mortgagee. 

To quote more fully from the mort- 
vage clause in respect to the advantages 
accruing to the mortgagee and his lia- 
bility for payment of premiums, the 
clause provides: 

“Loss or damage, if any, under this 
policy, shall be payable to .......... 
as mortgagee (or trustee) as interest 
may appear, and this insurance as to 
the interest of the mortgagee (or trus- 


Great American 
Insurance Company 


~ Now Vo rk _ 


INCORPORATED - 1872 


STATEMENT JANUARY 1, 1925 


$12,500. 


000.00 


ERVE FOR ALL OTHER LIABILITIES 


21.338,96 


2.19 


T SURPLUS 


14,337 


9 
ASS 


235.32 


48.176.197.51 


LOSSES PAID POLICY HOLDERS 


$164,897,335.64 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$26,837,235.32 


Home Office, One Liberty Street 


New York City 


WESTERN DEPARTMENT 
C. R. STREET, Vice-President 
W. L. LERCH, Manager 
310 S. Michigan Ave., Chicago, Il. 


PACIFIG DEPARTMENT 
GEORGE H. TYSON, Gen’! Agent 
210 Sansome Street 
San Francisco, California 


BOSTON OFFICE 
ROGERS & HOWES, Managers, 1 Liberty Square, Boston, Mass. 


MARINE DEPARTMENT 
NEW YORK—Wwm. H. McGee & Co., General Agents, 15 William Street 
SAN FRANUOISCO—George L. West, Manager, 220 Sansome Street 
CHICAGO—Wwm. H. McGee & Co., Gen’! Agts., Lnsurance Exchange Bldg. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 
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6,999,002 9,062,935 61,062,840" 11.40 
20,391,878 25,122,489 146,408,449" 9.65 


tee) only therein, shall not be inval- 
idated by any act or neglect of the 
mortgagor or owner of the within de- 
scribed property. * * * Provided, that 
in case the mortgagor or owner shall 
neglect to pay any premium due under 
this policy, the mortgagee (or trustee) 
shall, on demand, pay the same; 
“Provided, also * * * that the mort- 
gagee (or trustee) shall on demand pay 
the premium for such increased hazard 
for the term of the use thereof; other- 
wise this policy shall be null and void.” 
From the more or less qualifying pro- 
visos of the mortgage clause in respect 
to payment of premium by the mort- 
gagee, it would probably be better rea- 
soning to regard that he could not be 
forced to pay the premium; but that by 
his failure to do that, the benefits ac- 
cruing to him under the clause would 
automatically cease and determine. 


ERSKINE JOINS L. & L. & G. 

Kenneth H. Erskine, special agent for 
eastern Massachusetts and Rhode Island 
for the Northern Assurance, and popular 
throughout New England, is resigning that 
company to join the London & Liverpool 
& Globe early next month in a_ similar 
capacity. He will succeed Roger W. 
Wright, who has become assistant secre- 
tary of the Travelers Fire. Since join- 
ing the Northern in 1919 Mr. Erskine has 
been its special agent in Maine, New 
Hampshire, Vermont, Connecticut and 
western Massachusetts in addition to his 
assignment to the eastern field in 1921. 





EXCHANGE INCORPORATES 
The Richmond Fire Insurance Ex- 
change has incorporated under the style 
of Insurance Exchange of Richmond, 
Inc., with authorized capital ranging 
from $250 to $5,000. The declared pur- 
pose is to promote and foster correct 
practices in the insurance business in 
Richmond. Officers are: TT. Garnett 
Tabb, president; Willis T. Johnson, vice 
president; and Archer L. Richardson, 
secretary. 





DIRTY BASEMENT HAZARD 


Much of the annual fire loss in this 
country is due to carelessness, especially 
as manifested in dirty basements, accord- 
ing to T. Alfred Fleming, chairman of 
the National Fire Waste Council. Mr. 
Fleming made that clear in a talk before 
the Richmond Advertising Club last 
week. He asserted that fully 85 per cent 
of all residential fires originate in bagc- 
ments or near heating plants, and he 
emphasized the need for great care in 
small matters involving risk of fire. 





TELLS DETECTIVE’S STORY 


“The Hartford Agent” printed a corke- 
ing good human-interest story in its last 
issue, giving the experiences of a detective 
investigating burglary claims for the Hart- 
ford Accident & Indemnity, including the 
famous Hamilton Fish jewel robbery in 
New York. The thief who stole these 
jewels was a butler. . 
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Cadillac Car Agents Selling Insurance 


(Continued from page 1) 


might be possible in the larger branches, 
such as Newark and Brooklyn, to have 
Mr. Bilkey attend a sales meeting 
and go over insurance details with the 
salesmen on the same lines as he is plan 
ning to do in New York. 

“It would be appreciated if you would 
get this plan started in your branch just 
as soon as possible, as we will be ready 
to act beginning with Monday, February 
16th, 1925 JAMES WRIGHT. 


also 


The Plan 


Another letter describing the plan fol 
lows: 


“The sale of Cadillac cars is the first 
duty of a’salesman in the Uppercu Cad 
illac Corporation. 

“The more we can care for the needs 
and requirements of Cadillac owners, the 
more we increase the strength and prof 
its of our organization. It is Mr. Upper 
cu’s policy that everything should be 
done, not only to sell cars, but to keep 
them in permanent and satisfactory use‘ 
For this reason we have a well equipped 
maintenance department and we furnish 
all necessary the car to 
vive it to the customer in finished shape. 


accessories on 


“Insurance is an additional service that 
we can give to our customers, and it is 
Mr. Uppercu’s desire that this service 
should be made accessible for them, not 
from the standpoint of endeavoring to 
sell insurance after a car has been sold, 
but rather to give our customers the op 


portunity to place their insurance 
through the Cadillac organization and 
receive in return Cadillac service beth 


in the handling of this insurance and in 
the securing of Cadillac standard of re- 
pairs for accidents to their cars covered 
by such insurance. 

“To this end an arrangement has been 
effected with certain insurance com 
panies whereby when a customer places 
his insurance with them through coer 
avency all accidents to the customer's 
car covered by such insurance will Le 
repaired at the Maintenance Stations of 
the Uppereu Cadillac Corporation. Our 
purpose in effecting this arrangement 
has been to gradually bring a large vol 
ume of repair business into our Main 
tenance Shops which would not) erdi 
nariy find its way there. 

“To accomplish this, Mr. Uppercu de- 
sires, aS a matter of service, to have the 
salesmen aid the customer in his insur 
ance requirements, that is, for the plac 
ing of fire, theft, collision, liability and 
property damage insurance through our 
organization, and has arranged to see 
that the Salesmen will receive a check 
for the same commission they now re 
ceive on the sale of accessories, namely 
5% of the premiums actually paid for. 

“Various plans have been tried in the 
past, some of which have not been <atis- 
ictory. 

“The J. S. Frelinghuysen Corporation 
is handling all the insurance of Mr. Up- 
percu’s interests and has proved itself 
well equipped to handle not only the 
placing of insurance but the collection of 
claims, which is far more important. 

“A plan has been worked out strictly 
in accordance with the insurance laws, 
whereby, in co-operation with the Fre- 


linghuysen Corporation, Mr. James 
Wright and/or Mr. John W. German 
will effect such insurance as customers 


may desire,as a result of the insurance 
service explained to them by. the sales- 
men. Each salesman will be properly 
licensed in accordance with the State 
laws in order that this procedure may 
be on a high standard and strictly in 
accordance with insurance rules. 
Maintenance Shop 
“Therefore, it is desired that the sales- 
men explain to the customers as the oc 
casion offers the fact that representa- 
tives of the Uppercu Cadillac Corpora- 
tion are prepared to effect such insur- 


ance as it required. There a client de- 
sires to avail himself of this service, the 
salesman will refer him to Mr. German, 
or, in case Mr. German is absent, to 
Mr. Wright, who will immediately issue 
a binder to the assured covering him 
for sych insurance as is desired. He 
will, therefore, be covered from the time 
he purchases the car or desires to use 
it. Mr. German and Mr. Wright are 
prepared to go fully into the matter of 
the insurance requirements of the cus- 
tomer and will be provided with the 
necessary rate cards so that they may 
talk intelligently about the various kinds 





Buick, Too? 


A local agent up-state, hearing 
that the Buick dealers are selling 
insurance, called up a Buick Serv- 
ice Station on the telephone, pre- 
tending to be a prospective insur- 
ance buyer. The following dia- 
logue followed: 

Can you quote me an insurance 
rate on a car of the make you 
sell?” 

“We can and will be glad to 
write the insurance in the com- 
pany we represent.” 

“What is the name of the com- 
pany?” 

“The Underwriters Indemnity.” 

Best’s books do not list the Un- 
derwriters Indemnity. 











of coverage. Policies will be issued by 
the various companies through the Fre- 
linghuysen Corporation and payments 
will be made directly to them. Before 
the tenth of each month each salesman 
will receive from Mr. Wright a check for 
5¢, of the premiums for the insurance 
which he has sold and for which the 
premium has been paid to the Freling 
huysen Corporation. 

“It is important that the salesman in 
bringing up the matter of insurance 
stress the service angle and further the 
importance of the fact that repairs to 
their cars which are covered by insur- 
ance will, as a result of this arrangement, 
be made in the Cadillac Maintenance 
Shops, appraisals of the cost of such 
repairs as the result of such accidents 
to be made with the assured through as 
accredited adjuster of the companies and 
a representative of the Uppercu Cadillac 
Corporation who will estimate the cost 
of such repairs. 

“If such presentation is made by the 
salesmen and effectively followed out, it 
should result in real additional compen- 
sation to them and real profit to the 
Uppereu Cadillac Corporation in repair 
work which would ordinarily be done 
in outside shops. 

“There are attached application blanks 
which should be properly signed by the 
salesmen in the place indicated. There 
is likewise attached a rate card showing 
the cost of the various types of insur 
ance, These rates are in standard com- 
panies and are not in cut-rate com- 
panies, as the arrangement we have in 
mind we desire to be strictly in accord- 
ance with the highest insurance stand- 
ards and we believe our clients are of 
the type who desire this kind of cover- 
age. Binders will be in the hands of 
Mr. German by the date this plan is to 
become effective. 

“From February 15th, the plan where- 
by salesmen will communicate this ar- 
rangement to the purchaser of cars and 
have the insurance written by Mr. Ger- 
man or Mr. Wright, as the case may be, 
will be effective. 

“In the past several of the salesmen 
have been placing customers’ insurance 
through different sources. You will 
please acquaint them with the foregoing 
plan and make it clear to them that in 





N. Y. Insurance Department Receipts 








From June 30, 1923, to June 30, 1924, New York State’s Insurance Department 
collected $2,129,685 from insurance companies, agents and brokers and through 


other sources and paid to the State Treasurer $1,532,115 of that amount. 


Salaries 


in the Department consumed $463,676, and printing more than $50,000; and less thar 
$5,000 was spent on traveling expenses. The rent of the New York offices is $16,348. 


The receipts of the Department follow: 


Tax on Premiums and Net Value of Life Insurance Policies Under 


Reciprocal Law, Section 33: 


Other-state 
Other-state life insurance companies 
Other-state life (value of policies) 


Fees Collected Under Section 33: 


Filing statements 
Filing charters 
Certificates of authority 
Licenses to companies 
Registration fee 


Total fees and taxes collected under Section 33 


Taxes Collected Under Section 34: 


Other-state casualty insurance companies 
Other-state marine insurance companies 


Foreign marine insurance companies 
Foreign casualty insurance companies 
Foreign life insurance companies 
Filing Charters—Foreign Countries: 
Foreign casualty insurance companies 


694, Laws of 1923 


Brokers’ and Adjusters’ Bureau: 


Brokers’ Licenses 
Adjusters’ Licenses 


Certified copies of papers 
Fees, summonses and complaints 


on deposit 
Liquidation service accounts—refund 


surance companies—refund 


Total Receipts 





Hanover Fire Showed G 
Increase in Assets in 1924 
The Hanover Fire in presenting its 
seventy-third annual statement reveals 
that this company enjoyed a prosperous 
year during 1924. Its total assets in- 
creased over $1,250,000, now equaling 
$9,166,024. Its reserve for unearned 
premium totals $4,471,353, a gain of $267,- 
271. After setting up reserves of $731,- 
987 for losses in process of adjustment 
and $453,712 for all other liabilities, the 
Hanover shows a net surplus of $2,008,- 
971, a gain of $606,869 over last year’s 
figures. The Hanover now has a sur- 
plus to policyholders of $3,508,971. 








the future insurance is to be placed as 
explained in this memorandum. It is 
desired that you invite and secure their 
hearty co-operation to this plan which 
we believe will be of value not only to 
them but to our organization. 

“The details of the entire plan have 
been reviewed by Mr. Uppercu and have 
his hearty approval. ‘He has approved 
this memorandum. 

“Please communicate the plan to the 
salesmen at once and instruct them in 
all its details in order that it may be 
effective and functioning properly by the 
above date. This plan will likewise be 
put into operation in all of our branches. 


(Signed) JAMES WRIGHT. 


Other-state casualty insurance companies................ 
Other-state mutual liability insurance companies......... 


Organization tax as provided for by Section 180, Chapter 


National Commercial Bank and Trust Company—interest 


Lawyers’ Title & Trust Company—interest on deposit.... 


Examiner, acting as inspector of election for two life in- 


$142,223.93 
178,615.87 
45,916.72 
141,982.50 
38,906.24 


$547,645.26 


$2,792.00 
265.00 
78,061.00 
1,225.00 
25.00 
82,368.00 
$630,013.26 


$45,867.17 
408,666.15 
252,621.79 
386,553.78 


1,093,799.97 


30.00 
$4,350.00 





4,900.00 


$181,552.77 
11,801.59 
193,354.36 


980.00 


2,811.00 
31.84 
8,500.00 


20.06 
9,000.00 


38,022.65 
169,564.90 





His Message to Agents of Aetna Insur- 
ance Co.; Advises Them of Oppor- 
tunities to Write This Class 
Agents of the Aetna Insurance Com- 
pany received the following message 
from President Ralph B. Ives, following 
the recent Eastern earthquake shocks: 
“Earthquakes live topic today. A pre- 
mium harvest awaits early bird. We 
urge immediate intensive solicitation 
Aetna earthquake insurance of dwelling 
and mercantile building owners and all 
mortgage holders. Rates are ten cents 
for three years, all classes. Twenty-five 
per cent coinsurance required except on 
dwellings. Two dollars minimum pre- 
mium required. You are authorized to 
bind this cover in Aetna. Advise us as 
sured’s name, location and amount de 
sired and policies will be written here 
and sent you at once. Don’t miss this 

opportunity.” 





$2,300,000 EXPLOSION COVER 

The New Arlington Hotel at Hot 
Springs, Ark., which is valued at $3,000, 
000, carries an explosion and civil riot 
explosion policy with the Homes for $2, 
300,000. The J. H. Avery Insurance Com 
pany, local agency at Hot Springs, placed 
this large policy. Altogether the agency 
carries $4,100,000 insurance on this new 
hotel which was opened early this year. 
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Telegraph Operator 
Became Live Agent 


SUCCESS OF LYLE STEPHENSON 





Kansas City Man Landed In Town With 
Thirty Cents In His Pocket; Does 
Much With Slogan 


By John P. Cargill 


In Kansas City when they insure they 
“Leave it to Lyle.” 

At least a big lot of them do, and 
from a veritable shoestring has grown 
the Lyle A. Stephenson Agency, one of 
the largest and most profitable in that 
town, 

The admonition, 





“When You Insure, 


LYLE 


STEPHENSON 


Leave It To Lyle,” has become an in- 
stitution in Kansas City. 

Coined years ago by the dynamic little 
man who has built his business to what 
it is, the words have rolled thousands 
of dollars into the firm’s bankbook. 

“Leave it to Lyle” is the agency’s big 
“pulling point.” It greets the visitor in 
Kansas City on all sides, peeping from 
the pages of telephone and city direc- 
tory, proclaiming itself from billboards 
in out-of-the-way places, dotting the 
pages of the newspapers, bobbing up 
on fresh, clean blotters that find their 
way into hundreds of offices every 
morning. 

Believes In Advertising 

For Lyle Stephenson clings strongly 
to the belief that no selling factor is 
more potent than advertising if it is 
mixed with “plain horse sense.” 

“An advertising budget of $10,000 a 
year will bring more business to an 
agency than two salesmen at $5,000 a 
year in an agency that does not adver- 
tise,” he maintains. 

But that is where the “horse sense” 
comes in, goes on the man who started 
his business career thirty years ago as 
a messenger boy. No matter how much 
an agency advertises it won’t get the 
maximum business without going after 
it. 

“Pull door-knobs, lots of them, and 
remember that a world of insurance can 
be sold before eight o’clock in the morn- 
ing,” Mr. Stephenson is constantly re- 
minding his sales force. 

Divides City Into Zones 

The Stephenson agency has divided 
the town into geographical districts, and 

each salesman is responsible for his ter- 
ritory. Stephenson salesmen are as reg- 
ular on their “beats” as the milkman. 

“boss” insists on that. 

“Make your customers look for you 
to come in,” he says. ‘If they know 
you will call at an Office between ten or 
eleven o'clock Wednesday morning fifty- 
two Wednesdays in the year, they will 
come to regard you as an ‘institution,’ 





and when they take a notion they want 
some insurance you are going to get it. 

“The salesman who opens six door- 
knobs in the morning and six in the 
afternoon six days a week for six years 
will find himself enjoying a minimum in- 
come of $6,000 a year. The law of av- 
erages will boost his batting percentage 
and his persistency will pull enough 
signers to the dotted line to make the 
goal.” 

No Use For High-Pressure Artists 


Mr. Stephenson has no room in his 
agency for the so-called high-pressure 
salesman. 

“A lot of good insurance salesmen 
have been spoiled because they have de-, 
cided they are of the ‘high pressure’ 
variety and bask in the light of past 
accomplishment instead of going out 
after new business,” he argues. 

“Give me the man who plugs away 
day after day, making his calls conscien- 
tiously and constantly widening his ac- 
quaintance. The ‘high pressure’ artist 
may make a more glowing show in spots, 
but when it comes time to balance the 
sheet for the year the odds are in favor 
of the plugger.” 

“Leave it to Lyle’s” ability to obtain 
ready admittance to the offices of Kansas 
City’s leading business men often puzzles 
the younger insurance salesman who 
finds his card returned with word that 
the prospective customer is too busy to 
talk to him. 

The secret of it is that he never 
crowds his prospects to buy insurance. 
Then, too, he makes a business of know- 
ing what is going on “out in town” so 
that he can converse intelligently with 
them on subjects of civic or industrial 
interest. He does not use cards. His 
method of approach is to ask the secre- 
tary to tell Mr. So-and-So that Lyle 
Stephenson is waiting to see him. Nine 
times out of. ten the response is: “Tell 
Lyle to come on in.” If there is a visitor, 
the probabilities are Mr. Stephenson 
knows him, for he prides himself on his 
wide acquaintance. 
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He carefully steers the talk away from 
insurance policies, but before leaving 
manages to drop in a word or two about 
“leaving it to Lyle.” And the psychology 
of it is that they usually do. In one 
week in February the agency received 
$30,000 worth of life business which was 
telephoned in by prospects upon whom 
Mr. Stephenson had called but had not 
urged to buy. 

“There’s always plenty of time to let 
a prospect decide for himself,” Mr. 
Stephenson says. “Of course I make 
direct solicitations, many of them every 
day, but I always want the man to think 
it over. If he is in doubt about a cer- 
tain point in a policy or can’t quite make 
up his mind, I don’t believe in pressing 
him to do so. 

“T’ll be back next Tuesday and that 
will give you opportunity to think it 
over,” [ tell him. Nearly always he will 
buy when I call again.” 

“Leave it to Lyle” is in the insurance 
business because he wants to be. While 
a messenger boy in Iowa he picked up 
the fundamentals of the Morse telegraph 
code. and graduated into a_ telegraph 
operator. He went to Kansas City in 
1909 with thirty cents in his pocket and 
an unquenchable ambition to sell in- 
surance. 

“T was a terrible telegraph operator, 
but [ had a hunch | could sell insur- 
ance,” he related to friends recently. 


“But when I hit Kansas City with only 
thirty cents I had to go back to tele- 
day, however, 


graphing. One I heard 
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Editorial 


Over two billion dollars worth of auto- 
mobiles were manufactured in the United | 


lished by the National Automobile Cham- 
ber of Commerce. 

Some were insured in the Ohio Farmers. 
Many were insured in other good compan- 
ies. But if the truth were known, we 
would find that a surprisingly large num- 
ber of new cars were not insured at all. 

The Ohio Farmers wants its agents to 
help correct this situation. Let's insure 
all the new cars this year even though we 
miss a few of the old ones. 


Mr. Schultz’s Tulips 


If this mild, spring-like weather contin- 
ues, Mr. E. K. Schultz, Ohio Farmers gen- 
eral agent at Philadelphia, will soon have 
thousands of tulips in bloom. Some people 
say he knows more about flowers than he 
does about insurance but we guess it is 
an even break. 


(Postscript) 


Since the above paragraph was written 
e weather turned'cold and stormy. We 


ore 
. 





| hope Mr. Schultz's tulips are not frozen be- 


States last year, according to figures pub- 








' cause there is no insurance on such a risk. 


But how about automatic sprinklers? 
This weather is awfuliy hard on sprinkler 
systems. Better see that all your clients 
| are insured. 


New York Meeting 


Presidents and secretaries of five eastern 
associations of Ohio Farmers agents met 
in New York City on Friday, February 27. 
President Hawley, Secretary Crane, General 
Agent Schultz, officials of the eastern gen- 
eral agency, and fieldmen were also present. 

It was a darned good meeting, especially 
so because the ten local agents present 
prophecied a good year for the Ohio Farmers. 


Advertising 


As a help to agents selling Ohio Farmers 
automobile insurance, the Company fur- 
nishes an attractive folder with a smash- 
ing big selling idea on the inside. Have 
you seen it? Write today for a supply 
with your name and address imprinted. 


There is an actual picture of an auto- 
mobile in flames. That’s unusual. 








that an insurance agency up the street 

wanted a man. I quit as a telegrapher 
before I went to,see about the insurance 
job. Luckily for me, I got the place or 
I might not have eaten for a while, for 
jobs we re scarcer in those days than they 
are now.’ 

After a year’s experience as a sales- 
man Mr. Stephenson decided he wanted 
an agency of his own. With slightly 
more than enough cash on hand to pay 
the first month’s rent, the Lyle A. Ste- 
phenson agency sprang into existence. 

How it has grown is evidenced by the 
fact that to-day Mr. Stephenson is di- 
rector in several Kansas City banks, and 
has become one of Kansas City’s leading 
business men. He always is actively 
identified with projects having to do 
with advancing Kansas City. In March 
of his year he was chosen by the Kansas 
City Chamber of Commerce to take 
charge of its drive for new members. 

Among companies represented by Mr. 
Stephenson are the Liverpool & London 
& Globe and Alliance in fire; Continental 
Casualty in casualty, and several life 
companies. 





MAY INVESTIGATE PITTSBURGH 


The governing committee of the Board 
of Fire Underwriters of Allegheny 
County will meet in Pittsburgh April 8, 
at which time it is thought that the com- 
mission situation in Pittsburgh will be 
investigated. The story is that some 
companies are paying brokers and so- 
licitors full agent’s commissions with the 
companies performing the actual writing 
of the policies and other office work. 
Regular full-time agents are objecting 
to this unfair competition because they 
have heavy overhead expenses which 
prevent them granting the brokerage 
commissions the accused companies are 
charged with giving. 


Rss J. SANDS SPECIAL AGENT 


. J. Sands has been appointed special 
age bor in Western Pennsylvania for the 
Firemen’s of Newark, Girard and the 
Mechanics. He is an accomplished un- 
derwriter with broad experience and in 
addition to travelling Western Pennsyl- 
vania as special agent, he was for sev- 
eral vears with the Allegheny County 
Board of Fire Underwriters at Pitts- 
burgh, in charge of the inspection de- 
partment and schedule rating. Mr. Sands’ 
headquarters will be in the Keystone 
Bank Building in Pittsburgh. 


PHILADELPHIA CHANGES 


The Philadelphia Fire Underwriters’ 
Association has announced the follow- 
ing agency changes: 

Appointed—Michael Bednarek, for the 
Great Lakes; Buckley & Meade, for the 
Eagle Fire; Robert M. Coyle & Co. for 
the New York Underwriters; McLean & 
Quirk Insurance Agency, for the Mer- 
chants’ of Providence. 

Discontinued—William Arrott, Inc, 
for the Great American; the Merchants’ 
of Providence and the New York Un- 
derwriters; James C. McCurdy, for the 
Great Lakes, and R. D. Zimmerman, for 
the St. Paul Fire & Marine. 





LEAVES CENTRAL FIRE AGENCY 

Edward G. Froeb has resigned as sec- 
retary of the Central Fire Agency in 
order to devote his entire time to his 
growing Connecticut agency. Temporar- 
ily Mr. Froeb is located with the Hess- 
Hartnett Agency of this city. 


— 


| 
| 
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Globe & Rutgers 


FIRE INSURANCE COMPANY 


111 William Street, New York 





January Ist, 1925 


ASSETS 
Bonds and Mortgages..$ 494,660.00 
U.S. Liberty Bonds.... | 604,990.00 
Government, City, Rail- 
road and Other Bonds 
ad Stocks ...<.<s%. 48,605,806.95 





Cash in Banks and Office 1,889,579.56 
Premiums in Course of 
Comection. ..i4«s<s0 8,648,820.24 
Interest Accrued ...... 348,534.10 
Reinsurance Recover- 
able on Paid Losses. . 62,312.21 
$60,654,703.06 


LIABILITIES 
| ee, ore $ 3,500,000.00 
eer etre 19,810,623.92 
Reinsurance Reserve... 20,280,922.14 
Losses in Course of Ad- 





| 6,608, 157.00 
Commissions and Other 
Peer rere re 6,650,000.00 
Reserve for Taxes and 
Depreciation ......... 3,805,000.00 
$60,654,703.06 


Surplus to Policy Holders $23,310,623.92 





E. C. JAMESON, President 


LYMAN CANDEE 
Vice-President 

J. H. MULVEHILL 

Vice-Pres. and See. 


J. D. LESTER 
Vice-President 


M. J. VOLKMANN 
Local Seeretary 


W. H. PAULISON 
Vice-President 
W. L. LINDSAY 

Secretary 


A. H. WITTHOHN 
Secretary 
G. C. OWENS 
Asst. Secretary 
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Agency Not Liable For 
Breach of Contract 


REMOVAL OF HOUSEHOLD GOODS 





Held That Evidence Did Not Establish 
Contract and There Could Be No 
Recovery Against Agent 





A resident of Tacoma and his wife, 
who for a long time had kept their 
household goods insured against loss by 
fire in diffrent companies through poli- 
cies procured by a Tacoma insurance 
agency company, contemplating moving 
from Tacoma to Prince Rupert, removed 
their goods to a local concern in Tacoma 
for crating, and the wife, Mrs. Lewis, 
called at the office of the agency to have 
the insurance transferred to cover loss 
while being crated and en route to 
Prince Rupert. According to Mrs. Lewis, 
an agreement was made by which the 
agency promised to procure a marine 
policy for $2,000. The goods were ship- 
ped September 29th, and the vessel was 
wrecked that day or early in the morn- 
ing of the next day, and the goods lost. 
Some time on the 30th Mrs. Lewis again 
called at the office of the agency com- 
pany and asked for the marine policy. 
She was told that it had not been under- 
stood that a marine policy was wanted, 
but if the ship had not sailed, a policy 
could probably be procured in the Aetna 
Insurance Company through an agency 
at Seattle. The agency finding, however, 
from a Seattle agency, that the vessel 
had been wrecked, the effort to insure 
of course failed. 

The owners sued the Tacoma agency 
and the Aetna Insurance Company and 
the trial court dismissed the action, not- 
withstanding a verdict for the plaintiffs, 
who appealed. 

The Washington Supreme Court holds, 
Lewis v. H. J. Schwein & Co., et al., 226 
Pac. 129, that as to the correctness of 
the trial court’s ruling in favor of the 
Aetna there could be no question. Since 
the plaintiffs were suing as for a breach 
of contract to insure their goods, they 
had first to establish the contract, to 
show that the company, either directly 
or through its duly authorized agents, 
entered into a contract with them to 
insure their goods; and the evidence fell 
far short of establishing such a contract. 
The utmost effect of Mrs. Lewis’ testi- 
mony was that the agency company 
promised to procure insurance on the 
goods. But this, the court holds, was 
an independent promise, by which the 
agency company bound itself as a prin- 
cipal. It neither promised nor purported 
to promise on behalf of the Aetna any 
more than it promised on behalf of some 
other insurance company. This would 
follow even if the agency company had 
authority to write marine insurance for 
the Aetna; but there was no evidence 
that it had such authority. 

It was shown that it was authorized 
to receive “proposals” for marine insur- 
ance; but it was required either to sub- 
mit the proposals to the insurance com- 
pany direct or to its agent having an 
office in Seattle, where the proposal was 
subject to acceptance or rejection. 

The judgment was also affirmed as to 
the agency company. ‘The action was 
founded on the claim that the agency, 
as the duly authorized agent of the 
Aetna, promised on behalf of the prin- 
cipal that the principal would issue ma- 
Tine insurance on the goods. To estab- 
lish its liability, the contract itself must 
be established, and since the evidence 
did not establish such a contract, it 


followed that there could be no recovery 
against the agent. 


U. & O. FOR SMALL TOWNS 





Good Coverage to Solicit in Places Dom- 
inated by Single Factory, Says 
Weddell 


Thomas R. Weddell of Chicago makes 
the following U. & O. suggestion: 

There are many small towns in the West 
built up around a single factory. If that 
factory is burned down, and for any reason 
is not rebuilt, the prosperity of the town 
is gone. In such cases use and occupancy 
insurance should be regarded as a. com- 
munity necessity, since everyone suffers. 

With the one factory burned down and 
not rebuilt, employes’ wages are at once 
cut off, and it becomes impossible for them 
to find other work in that town. They 
must fall back on their savings accounts, 
and money begins to flow out of the banks 
and from the treasuries of the building 
and loan societies. Cheaper living quarters 
must then be sought and the storekeepers 
begin to notice that their sales are falling 
off. The amusement business drops to al- 
most nothing and church contributions de- 
cline. Soon there begins a general exodus 
to other cities where jobs are to be had. 
Families are uprooted, children taken out 
of school and in a few months the place 
is only a shadow of its former prosperous 
self. Every factory fire has a similar ef- 
fect in a lesser degree. 


CAN SELL ANYTHING 





Edgar M. Mulliken, an Illinois Agent, 
Covers Mausoleum With Insurance 
Policies 

Under the head of “Here’s a Salesman!” 
the Hartford Agent prints a picture of a 
cemtery mausoleum with the following 
statement : 


“Did you ever insure a mausoleum? 
Mr. Edgar M. Mulliken, Hartford agent 
at Humboldt, Illinois, recently sent the 
company a line of fire and windstorm in- 
surance on the property reproduced in 
the above picture. Incidentally, he sold 
this coverage by mail while the owner 
was visiting in California. An agent who 
can sell fire and windstorm insurance on a 
mausoleum is a salesman of the first 
water.” 





YORKSHIRE STATE AGENTS 

The Yorkshire on March 1 will divide 
its Ohio and Kentucky field, with the 
result that State Agent Stewart H. 
Davey, who has handled both states, will 
confine his operations to Ohio, and Sena- 
tor K. Gray will become state agent for 
Kentucky. Mr. Gray has been a special 
agent for the Home in Kentucky and will 
join the Yorkshire on March 1. 


Connecticut Mutual May Offer 
Hail Rate of $25 Per Acre 
Speaking before a meeting of tobacco 
growers at Hartford, Conn., last week, 
President Joseph W. Alsop of the Con- 
necticut Valley Mutual Hail Insurance 
Company declared that the stock com- 
panies had. offered a rate of $36 an acre 
for 1925 against a rate of $24 for 1924. 
If the legislature permits the organiza- 
tion and functioning of the mutual it 
will probably offer a rate of $25 an acre, 
the coverage not to exceed $300. Be- 
sides, he said, a Western syndicate had 
offered a better rate than the Hartford 
stock companies. 
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The “‘Size”’ of an Insurance Company 


is reckoned from a combination of factors. The surplus, 
built up through sound principles of underwriting and 
investment; the extent of its agency force, indicating the 
value of the company to its agents; the premium income, 
denoting the popularity which the company enjoys; the 
latitude of its underwriting policy; the method and speed 
with which it deals with claims—all these and others must 
be considered in judging the “size” of any insurance 


FIDELITY-PHENIX 
FIRE INSURANCE CO- 


SO MAIDEN LANE, NEW YORK,NY. 


CASH CAPITAL 
FIVE MILLION DOLLARS 


ERNEST STURM, Chairman of the Board 


CHICAGO 


MONTREAL 


PAUL L. HAID, President 








The Fidelity-Phenix Fire Insurance Company is a Big 
Company in every sense of the word. A Coast to Coast 
canvass of its agents would testify to that fact. 
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Fire Insurance On the 
Monthly Payment Plan 


LETTER GOES TO TRADE EDITORS 





Knox, Lent & Stevens Discuss Their 
“Trade Acceptance Installment 
Notes”; Text Of Letter 


Knox, Lent & Stevens, Inc., whose 
Trade Acceptance & Installment Notes 
are being used by a number of agencies 
throughout the country, have written a 
letter to editors of various trade jour- 
nals outside of the insurance business, 
calling their attention to the buying of 
insurance “on the monthly payment” 
plan. A sample letter follows: 


“Gentlemen: No doubt a good many 
of your subscribers are interested in the 
question of insurance on their property, 
and it is for this reason I am going to 
outline for you a new idea that has just 
developed in the insurance business be- 
lieving, perhaps, you may find space in 
your publication if you think well of it. 

“This plan, while not new to the busi- 
ness world generally, is new to the in- 
surance buyers of the country and per- 
mits the buying of insurance on a 
monthly payment plan. To-day almost 
every luxury can be purchased in this 
way, but in the case of insurance, a ne- 
cessity, heretofore cash has been re- 
quired, The new invention, so called by 
many insurance publications, is the 
‘Trade Acceptance Installment Note,’ a 
copy of which we are enclosing here- 
with together with other information. 
It has many advantages in favor of the 
agent or broker selling insurance, but it 
is also an attractive proposition for the 
buyer. 

“It is a known fact that money in- 
vested in one’s business must yield a 
much larger percentage of profit than 
the legal rate of interest charged for 
money at the banks. 

“Insurance premiums, as a rule, come 
due once a year, and in some cases once 
in three or five.years. 

“The “Trade Acceptance Installment 
Note’ can be accepted by an agent or 
broker in payment of premiums without 
loss to either party. Insurance com- 
panies, as you know, demand _ their 
money from their agents in sixty days, 
and if they are not paid within that 
time they must advance it or cancel the 
policies. 

“They can, however, accept this note 
with a cash payment of 30 per cent. of 
the premium, plus interest, and 10 per 
cent of total premium per month until 
paid in case of a one-year policy. Ii 
your policy runs for three years, a cash 
payment of 12 per cent. down, plus in- 
terest, and 4 per cent. per month may 
be collected. If the payments are not 
completed in a year they may be ex- 
tended longer, and still the agent is pro 
tected against loss in the event you 
default. 

“In signing this note you only obli- 
gate yourself to make the payments 
monthly, and if you don’t do that you 
agree to surrender the policies. The 
unearned premium of the insurance poli- 
cies will always be sufficient to pay the 
balance due on the note in the event of 
default. One cannot lose, neither can 
the agent or broker, so long as all work 
together. 

“It is similar to a conditional bill of 
sale, only the text is worded to fit the 
conditions of an insurance policy. 

“If the insurance on your property can 
be written for a period of years with 
a saving for so doing it, it is advisable 
that you take advantage of this because 
the interest charged will not even equal 
one-half of your saving for writing it 
for a term of years. You pay your in- 
surance premium annually, but over a 
period of five years you save a full 
year’s premium, which you cannot afford 
to pass up when it is actually dollars in 
your pocket.” 


Lloyd’s Audit Certificate 


An order has been made by the British 
Board of Trade amending the form of au- 
ditors’ certificate prescribed by Rules and 
Regulations dated June 6, 1910, under the 
Assurance Companies Act, 1909. The 
form of certificate to be furnished on the 
audit of accounts of Lloyd’s underwriters 
carrying on fire and accident business in 
place,of the form of certificate set out in 
the order dated June 6, 1910, is as follows: 


“To the Committee of Lloyd’s. 

“We have examined the books for 
the above accounts for the year ended 
December 31, 1924, in accordance with 
the ‘Instructions for the Guidance of 
Auditors,’ dated December 10, 1924, 
drawn up by your Committee, and ap- 





proved by the Board of Trade. In our 
opinion, so far as the liabilities and 
assets shown in the books are con- 
cerned, the assets shown in the books 
and those deposited with Lloyd’s 
Committee and those since provided, 
belonging to each name, are correctly 
valtied and available and sufficient to 
meet his liabilities as therein shown, 
and to wind up his outstanding under- 
writing accounts. The liability of the 
current underwriting accounts has 
been calculated on the basis as directed 
in the ‘Instructions for the Guidance 
of Auditors.’ 

“We have verified by annual inspec- 
tion or Bankers’ Certificate the In- 
vestments and Cash at the Bankers at 
December 31, 1924, and have com- 


pared the Brokers’ balances with the 
Ledger, and, in arriving at the Bro- 
kers’ balances, discount has been taken 
into account and provision made for 
any debts whose recovery in full is 
doubtful. The funds also are held in 
trust in the names of two Trustees, 
who are both living, under a Deed of 
Trust, duly executed and approved by 
your Committee and in accordance 
with the terms of such Deed. 

“All the information we required 
has been supplied to us, and, so far 
as our examination of the books has 
gone, they appear to have been prop- 
erly kept.” 

(Signed) 
ACCOUNTANTS APPROVED BY 
THE COMMITTEE OF LLOYD'S. 
















































Rafael Sabatini wrote The Sca Hawk—a thrilling tale of the sea and ships, 
of treachery and revenge, of pirates and galley slaves. Frank Lloyd trans- 
formed the story into a fascinating picture. The Fireman’s Fund contrib- 
uted to its produc?‘on the protection of sound insurance. 















HE most interesting action in that romantic pic- 
pf poste The Sea Hawk takes place in three vessels 
of 16th century design. One, a pirate ship, was once 
a sub chaser. An English frigate and a Spanish gal- 


leon are transformed schooners. 


The producers of the picture purchased these ves- 
sels in San Francisco with the assistance of a repre- 
sentative of the Fireman’s Fund Marine Department, 
and from the time of purchase, during the trans- 


FIREMAN’S FUND 


formation of the vessels and until the picture was 
completed, they were insured in the Fireman's Fund. 

How many of the thousands who enjoy The Sea 
Hawk will realize that insurance played any part in 


its production? Probably no one outside the busi- 






\ 


hem 


ness. And yet so well has insurance adapted itself 
to the requirements of every modern enterprise that 
there is practically no field of human endeavor in 
=m, Which its support is not available. 


3) INSURANCE COMPANY 


SERVING A VITAL COMMERCIAL NEED HONESTLY, ADEQUATELY AND ECONOMICALLY 
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Dry Goods Stores’ 
Co-Insurance Copyright 


AID FROM INSURANCE MEN 


William Quaid, W. P. Kimball, J. R. 
Bean and F. R. Baerman Among 
Advisers of Store People 
A committee of the controllers’ con- 
gress of the National Retail Dry Goods 
Association has made a report on co- 
insurance, which has been copyrighted 
by the association. On the committee 
are Edgar C. Fisher, Shepard Co., Provi- 
dence; Jay Iglauer, Halle Bros. Co., 
Cleveland; H. Frazer Kammeyer, Ted 
dy’s Shoe Stores, Inc., Boston; W. L. 
Mavo, Schuneman & Evans, Ine., St. 
Paul, and A. N. Fraser, Boggs & Buhl, 

Pittsburgh. 

The committee was assisted in drafting 
its report by William Quaid, vice-presi- 
dent of the Continental; Warren F. 
Kimball, Affiliated Underwriters, New 
York; John R. Bear, John C. Paige & 
(o., Boston; Frank R. Baerman, J. W. 
Arrot, Ltd., Pittsburgh, and Miss Mabel 
Swerig, librarian, Insurance Society of 
New York. 

“The outstanding misconception of the 
co-insurance clause is that if the 80% 
clause is carried the assured collects only 
80% of any loss,” says the report. “That 
is quite incorrect, provided he lives up 
to his contract and actually carries 80% 
of his sound value in insurance. In that 
event he collects his full loss up to the 
face value of his policies. 

“He merely guarantees to pay the 
insurance companies for insurance equal 
to 80% of the value of the risk he asks 
them to take. If he has done this, then 
the co-insurance clause has fulfilled its 
mission, and it may be entirely disre- 
sarded in its reference to the adjustment 
of the loss.” 


BIG DINNER AT ASTOR 

One of the largest dinners ever given 
at the Hotel Astor was that of the 
Friendly Sons of Saint Patrick on Tues- 
day night of this week, with James J. 
Hoey of Hoey & Ellison, president of the 
society, in the chair, about 1,800 diners 
being present. 

James Victor Barry, fourth vice-presi- 
dent of the Metropolitan Life, was one 
of the principal speakers. Among the 
insurance men present were Superinten- 
dent Beha of New York, Commissioner 
Button of Virginia, former Commissioner 
Hartigan of Minnesota, Vincent P. 
Wyatt of the Home, Bennett Ellison of 
Hoey & Ellison, Richard A. Carroon of 
the Knickerbocker and the American 
Equitable, “Tommy” Clark of the Con 
tinental, John A. Eckert, Joseph A. Flynn, 
John Harrison, William Colihan and 
Joseph F. Higgins. 


APPOINT LAMBERT SPECIAL 

Fred S.. James & Co. have appointed 
John Y. Lambert special agent in New 
York State. He will have his headquar- 
ters in Syracuse. Mr. Lambert is a na- 
tive of New York State. Since 1918 he 
has been connected with the Underwrit 
ers Association in various capacities and 
will represent the General Fire Assur- 
ance Co., the Urbaine Fire Insurance Co. 
and the Eagle, Star & British Dominions 
Insurance Co. 


WILLIAM C. BREWER DIES 

William C. Brewer, for over forty 
vears in the marine insurance game in 
Boston, died -Monday night at his home 
at Newton Centre, Mass. For a long 
time he had been associated with Frank 
Gair Macomber as head of the marine 
department. He was chairman of the 
Maritime Association of the Boston 
Chamber of Commerce. 


Estelle: “The fellow T used to keep 
company with has asked me to go to 
the firemen’s costume ball, but I don’t 
know what to impersonate.” 

Mary: “Why not go as an old flame?” 


PLEASED WITH LEGISLATION 





Commissioner Wells of Minnesota Tells 
of Changes There in Insurance Filing 
Dates and Examinations 

While here this week Commissioner 
Wells of Minnesota expressed himself as 
greatly pleased with the legislation 
passed in Minnesota at the session which 
Among the insurance 
measures which went through were the 
following: Date of annual statement fil- 
ing is now March Ist for all companies; 
the new license date is June Ist instead 
of March Ist; the companies are to be 
examined every three years instead of 
every two years; the law about the 
amount of reserve before distribution 
(affecting companies having over $150 - 
000,000 of reserves) has been changed 
from 5% the reserves to 10% of the 
reserves. 


has just closed. 


FRANKLIN EXPANSION 

The Franklin Fire Insurance Co. has 
returned to the single occupancy of the 
full ground floor space of its building at 
421 Walnut Street, Philadelphia, and to 
the entire occupancy of the building, the 
second floor of which and half the street 
floor have been under lease during the 
past ten years to the General Accident 
Assurance Corporation of Scotland as 
part of its United States head offices in 
Philadelphia. 











National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 1925 


CArm eee WMI BEE. ooo c died ccst acdcedecscaccasadascetessacec<sanl $ 3,000,000.00 
RESERVE FOR ALL LIABILITIES. ..........ccccccccccccscccces 21,371,802.69 
PRR MeN sac Sa tr h ac secavalewas Goccdase rditavidedcdednnenn 10,972,349.08 
CONTINGENT RESERVE FUND. .........ccccccccccsccccccecccccs 700,000.00 
Ft POE RRR RE POE ee: BARRE Aan Be RATE Mae NepR GS 36,044,151.77 
TOTAL SURPLUS TO POLICYHOLDERS................eese005 14,672,349.08 
E b F peced Vieng President & B | an orgy Be Secretary 3 e. ian ee" 
G. F. Cowee, Ass’t Secretary 




















Statement by Cadillac 











THe EAsterN UNDERWRITER asked the 
Cadillac Motor Car Co., Detroit, for a 
statement relative to its insurance by 
dealers and salesmen. Just before going 
to press this paper received the following 
letter from R. L. Newton of the Cadillac 
sales department : 

“Answering your letter regarding in- 
surance furnished by Cadillac dealers to 
purchasers of Cadillac cars, it is our sug- 
gestion that you communicate direct 
with the New York office of the General 
Exchange Corporation, this being the 
insurance branch of General Motors, 
whose address is 224 West 57th street.” 

Edmund Ely is the insurance expert of 
the General Exchange Corporation. 








Life Insurance Trusts 


to have the money cared for In Trust. 










( 

Is it a good thing for the proceeds of life x) 
insurance policies to be handled In Trust? (ek | 

} 

Life insurance companies and their agents an 
are interested in the welfare of the Bene- O 
ficiary, as well as the Insured during his life. iy 
Where arrangements have been made for the io 
insurance to be paid in a lump sum, it is SY 
manifestly a good thing for the Beneficiary es 








Almost every lawyer, banker and business a 
man knows of cases where insurance money K , 
left for wife and children has been dissipated. a 
Do you want yours to take this route? r { 
One method is to have payments made by XK 
Annuities or Monthly Installments. Another nv 
satisfactory arrangement is to have the rox 
money go into Trust, administered through a 2) 
reliable trust company or bank trust depart- VK 
ment. NY 
This subject is fully treated in the John Han- ba 
cock book, entitled “Estate Conservation and Ye) 
Life Insurance Trusts,” which will be sent oa 
on request. ta) 
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LIFE INSURANCE COMPANY (5) 

Over Sixty Years in Business. Now Insuring Over Two NY 
Billion Dollars on 3,500,000 Lives. i 
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CASE ANNOUNCES DONORS 
Many Prominent Men Offering Prizes to 
N. Y. Insurance Society Students 
in Various Lines 

Charles E. Case, chairman of the prizes 
committee of the Insurance Society of 
New York has announced a complete list 
of donors of prizes to students taking the 
courses in casualty, fire, marine and surety- 
ship. 

They are Junior Year Casualty, John 
H. Grady, manager, General Accident, Fire 
& Life Assurance; Intermediate Year 
Casualty, John McGinley, manager, Trav- 
elers; Senior Year Casualty, Eugene F. 


Hord, resident vice-president, Maryland 
Casualty; Junior Year Fire, Otto E. 
Schaefer, president, Westchester Fire; 


Senior Year Fire, Otho E. Lane, president 
Niagara Fire; Junior Year Surety Course, 
Bennett Ellison, Hoey & Ellison; Second 
Year Marine, Douglas F. Cox, president 
of Appleton & Cox, Joseph H. Maloy, 
Bertschmann, & Maloy; and Henry W. 
Lowe, vice-president, Johnson & Higgins. 

The examinations of the Insurance In- 
stitute of America will commence on Mon- 
day, April 27th, 1925. Five hundred and 
ninety-seven students registered for our 
courses this year, and two hundred and 
forty have entered for the examinations. 
KNAPP HEADS SYRACUSE CLUB 

Carroll D. Knapp was this week elected 
president of the Syracuse Insurance 
Agent’s Club. Last year he was a mem- 
ber of the executive committee. Other 
officers elected were Irving L. Shimberg, 
vice-president, and C. D. Mitchell, secre- 
ary-treasurer. The executive committee 
was named as follows: Donald Arm- 
strong, William FE. Allis, Edward H. 
Greenland, William J. Richards and Har- 
old L. Moreland. 








EISE TRANSFERRED 

George H. Eise, special agent for the 
Northern Assurance of London in Maine, 
New Hampshire and Vermont, has been 
transferred to the Eastern Massachusetts 
and Rhode Island field with headquar- 
ters at Boston, succeeding Kenneth Er- 
skine, resigned. Mr. Eise joined the 
company in May, 1918, as assistant super- 
intendent of the special risk department 
and in January, 1921, was made special 
agent. 


GOES WITH NATIONAL UNION 

Maurice L. May, special agent in 
Maryland for the Firemen’s of Newark, 
will become, on April 1, special agent 
in Virginia for the National Union of 
Pittsburgh. Mr. May entered the in- 
surance business in 1902 with a Phila- 
delphia firm and later became associa- 
ted with the Girard. In 1917 he went 
to the Newark office of the Firemen’s 
as examiner and three years later became 
a special agent for the group of com- 
panies. Mr. May organized the Chesa- 
peake Pond of the Blue Goose in 1923. 


Tornadoes in Mid-West May 
Hit Excess Reinsurance Covers 
As a result of the terrific tornadoes 
which destroyed towns in Southern Il- 
linois, Indiana and Missouri on Wednes- 
day of this week, it is expected that the 
insurance companies will not only suffer 
heavy losses under windstorm and _ tor- 
nado policies but: also that some of the 
large excess covers will be called upon 
to pay. 
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Points That Will 
Sell Rent Insurance 


LARGER FIELD FOR THIS FORM 





“News From Home” Publishes Reasons 
Why Landlords Should Carry 


This Protection 





There’s money for you in rent insur- 
ance, “News From Home,” published by 
the Home Insurance Company, says to 
the company’s agents. Not alone, how- 
ever, is it profitable to agents, but to 
assureds alike, as the arguments for this 
form of protection fully prove. How 
rent insurance may be sold easily, and 
other details connected with writing this 
policy, are told in the following article 
from the latest issue of “News From 
Home”: 

During the World War prices steadily 
advanced because the demand for war 
materials and other merchandise far ex- 
ceeded the supply. After the war, the 
price advance went on, reaching its high- 
est point in the early part of 1920. Then 
came the “buyer’s strike” and the slump. 
This sudden change marked the begin- 
ning of a new economic period. From 
that time on the general price trend has 
been downward, interrupted by occa 
sional temporary advances. There was, 
however, one line of industry in which 
prices continued to advance, namely, the 
building trades. Building costs today are 
higher than ever before. And rents have 
gone up proportionately. Those who are 
fortunate enough to hold long term 
leases are enjoying rents which are 
greatly below the average. Landlords 
are receiving large rentals for their 
properties, especially in congested areas 
where there is a housing shortage. 

The necessity for rent insurance to 
protect the landlord’s generous income 
is at present more pressing than ever be- 


fore. When an apartment house or other 
rented property is destroyed by fire, in- 
come from rentals, under the terms of 
the usual lease, ceases. But heavy prop- 
erty taxes and the interest on mortgages 
must be met just the same. Unless the 
landlord can tap some other source of 
income, he is faced with a serious situa- 
tion. Here is where rent insurance steps 
in to fill the gap. 

A rent insurance policy will indemnify 
the landlord for loss of rental income 
during the period necessary to repair or 
rebuild the property which has been 
rendered untenantable by fire. 


New York Form 


There are many different forms of rent 
policies, but the following which is in 
use in New York City may be taken as 
a fair sample of those used in connec- 
tion with this class of insurance. It 
reads as follows: 

“The intention of this insurance is to 
make good the loss of rents, caused by 
fire or lightning, actually sustained by 
the insured on occupied or rented por- 
tions of the premises which have become 
untenantable for and during such time 
as may be necessary to restore the prem- 
ises to the same tenantable condition as 
before the fire; but this company shall 
not be liable for a greater porportion of 
any loss than the sum hereby insured 
bears to the actual annual rental of the 
entire occupied or rented portion of the 
property.” 

The premiums for rent insurance are 
so low that it should not be difficult to 
persuade a shrewd landlord to safeguard 
his investment with this form of insur- 
ance. 

Closely related to rent insurance are 
rental value and leasehold insurance. 
These three kinds of insurance may be 
written only where the lessor or lessee 
clearly has an insurable interest. Among 
the various relationships and obligations 
with respect to property which will sup- 
port an insurable interest are the fol- 
lowing: 


1. A landlord in the rents and for 
rental value of property. 

2. A tenant in rents if he is not en- 
titled to any abatement in event of fire. 


3. A lessor as owner of the property. 

4. A lessee who by the terms of the 
lease has agreed to make all repairs and 
restore the property in event of loss or 
damage by fire. 

5. A lessee in the profits on the lease- 
hold interest by reason of subletting. 

6. A lessee in any increased value of 
his lease if he continues to occupy the 
premises himself. 


7. A lessee who, by reason of fire, may 
be compelled to secure similar accom- 
modation elsewhere and pay an increased 
rental. 

Rental value insurance is designed to 
recompense the owner of property, occu- 
pied by himself or vacant, for the rents 
which he might conceivably have re- 
ceived had not the property been de- 
stroyed by fire. This class of insurance 
is based upon the fact that property has 
a rental value; that there is a possibility 
of its being rented at any time; and if 
it is destroyed or damaged by fire, the 
insured may be deprived of an income 
which he might otherwise secure. 

Leasehold insurance is taken out by a 
tenant or lessee when the terms of the 
lease are such that he will suffer finan- 
cial loss as a result of fire damaging 
the rented property. For example, the 
lessee may have sub-let the property at 
a profit or he may have erected a build- 
ing on leased ground which he would 
have to restore if damaged by fire. In 
such instances, a leasehold policy is 
needed. Special care should always be 
taken to see that those interests of the 
insured which he desires to protect are 
properly described in the policy. In 
order to make sure of this point a care- 
ful examination of the lease should be 
made. In certain places in the West the 
lease contains provision for termination 
if the building cannot be restored in 60, 
90 or 120 days; in New York City, they 


are of endless variety; some provide for 
cancellation at the option of the lessor 
if a fire occurs in the premises, no refer- 
ence being made to the extent of the 
damages; some if the premises become 
untenantable, others if the building is so 
damaged that the landlord shall decide 
not to repair. An examination of the 
lease in each case will determine whether 
the underwriter would be warranted in 
accepting the risk. 

Rent, rental value, and leasehold insur- 
ance are important covers which are 
worth cultivating. Before selling any of 
these covers all the facts in the case 
should be thoroughly investigated. A 
careful selection of prospects, a thorough 
understanding of the possibilities of these 
forms of insurance combined with ag- 
gressive selling methods should bring 
satisfactory results. 





WEST VIRGINIA MEETING 

Violations of rules in West Virginia 
territory are becoming less numerous, 
according to reports made last week at 
the annual meeting of the West Vir- 
ginia Fire Underwriters’ Association at 
the Bellevue-Stratford in Philadelphia. 
Conditions in that state are much better 
than they have been. Officers were elect- 
ed for 1925 as follows: President, FE. P. 
Douglas, Fidelity-Phenix, Parkersburg; 
vice president, W. J. Mockett, Phoenix 
of Hartford, Pittsburgh; secretary-treas- 
urer, A. S. Whiteley, Wheeling. 





NEW TEXAS FIRE COMPANY 

The Southwestern Fire has been or- 
ganized at Fort Worth, Texas, with 
$100,000 capital and $50,000 surplus. Gen- 
eral lines as well as automobile fire and 


theft will be written. Alexander D. Rhea 
is president and Rhea & Thomas of Fort 
Worth is general agent. 








The NORTHERN is an institution of tried strength and integrity and has been 
protecting the public against losses by fire for nearly a century, and continues to 
make friends and clients throughout the whole world. 


“STRONG AS THE STRONGEST ”’ 


THE NORTHERN 


ASSURANCE COMPANY 


LIMITED OF LONDON 





Assets $8,960,540.39 


Liabilities $6,389,962.96 


Surplus in U. S., $2,570,577.43 


EXECUTIVE OFFICE AND 
LOCAL DEPARTMENT 
55 John Street, New York 


A. G. MARTIN, Manager. 


J. V. LANE, Ass’t Mor. 


. W. COOPER, Ass’t Mgr. 
WM. H. McGEE & CO., INC., Marine Underwriters, U. S. A., 15 William Street, New York 


AGENCY DEPARTMENTS 
Northern Assurance Building, 
135 William Street, New York 


J. D. ERSKINE, Gen’! Agent 
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March, April and May 
Forest Fire Months 


N. F. P. A. PUBLISHES FACTS 





Shows That in Pennsylvania and Mass- 
achusetts Railroads and Matches 
Cause Most Woods Fires 





Nearly three-fourths of the annual fire 
losses due to grass, brush and forest fires 
are incurred during the three months of 
March, April and May, says the Na- 
tional Fire Protection Association, which 
has prepared a bulletin surveying condi- 
tions in Massachusetts and Pennsyl- 
vania. Railroads and matches are the 
principal causes of forest fires. The 
situation in the two states mentioned is 
described as follows by the N. F. P. A.: 

“Tt is not easy to find detailed records 
of brush and grass fires. Not many 
states require fire wardens to report 
small fires. Data on forest fires are sel- 
dom published to show monthly totals. 
However, Massachusetts and Pennsyl- 
vania figures on woods fires are available 
by months over a ten-year period from 
1913 to 1922 inclusive, and a study of 
these has been made to see what general 
conclusions might be drawn as to the 
particular season in which most fires in 


woodland occur, their frequency and 
extent. 

“Taking a ten-year average of fires 
per months and drawing curves, the fact 
that the bulk of fires comes in the spring 
months is apparent. 

“It is a bit surprising to note that 
fewer fires occur or fewer are reported 
in Pennsylvania than in Massachusetts, 
but whatever the reason for this, the 
figures serve our purpose in indicating 
at what portion of the year the woods 
fires are worst: March, April and May. 
In these months occur nearly three- 
fourths of all woodland fires in these 
states. 


Average for Ten Years 
1913-1922 
Number of Fires in months 
of March, April, and May 1812 1150 


Mass. Pa. 


Total Fires per Year ...... 2496 1642 
Fires in March, April, and 
MEO GS Salute see eoeeceaes 73%. 70% 


“Tt seems likely that for most of the 
eastern states which have. extensive 
woodland areas, a similar seasonableness 
in the occurrence of fires exists. 


Rainfall 


“A further investigation shows that 
variations from the average monthly 
number of fires are caused by variations 
from the normal rainfall. The curve 
shows the Massachusetts average num- 
ber of fires contrasted to the normal 
monthly rainfall. Even with normal rain- 
fall, there is a spring peak in the num- 
ber of fires. 

“Rainfall, or the lack of it, will serve 
to décrease or increase the number of 
fires in any given month. 


Causes 


“In the spring of 1922 the Bay State 
had an exceptionally bad year for woods 
fires. An N. F. P. A. member, H. S. 
Walker, was sufficiently interested in 
these fires to make a study of the causes. 
He found that the records of the State 
Forest Warden’s office were not detailed 
enough to suit his purpose and so sent a 
questionnaire to the fire department 
chiefs in all the towns of the state, ask- 
ing for data on fires occurring between 
January 1 and May 15 of that year. 

“Although he received but 33 1-3% 
response to his questionnaires, he suc- 
ceeded in getting a record of nearly 
2,000 more fires than were reported to 
the Forest Warden during the same 


Period, and he has classified the causes 
as follows: 











‘Royal Exchange Assurance” 


Fire and Automobile Lines 


Car & General Insurance Corporation, Limited 
Automobile Liability Insurance 
83 MAIDEN LANE, NEW YORK 








CAUSES 


}. 
2. Matches—Smoking 
3. Defective Chimneys and Flues 


5. Spontaneous Combustion 
6. Sparks on Roofs 
7. Electricity 


Oe, DE cfaticicc de No acaveowenwies 
10. Sparks from Machinery 
11. Sparks from Combustion......... 
12. Miscellaneous Known Causes..... 


14. Gas, Natural and Artificial 
15. Open Lights 
We EMIIONE bcos canecccmnhendevecs 
17. Ignition of Hot Grease, Oil, Tar.. 
18. Incendiarism 


Ce 


20. Fireworks, Firecrackers, etc...... 
21. Steam and Hot Water Pipes...... 





AMERICAN FIRE LOSSES COMPARED— 
1922-1923 


Known Causes in Order of Importance 





Exposure (including Conflagrations)......... *$69,080,839 
4. Stoves, Furnaces, Boilers and Their Pes... 


8. Petroleum and Its Products....... 


13. Hot Ashes and Coals, Open Fires.. 


$61,917,414 

eter asd Wares 29,045,007 25,776,951 
autre: a 20 Nts 20,828,162 18,550,433 
18,658,248 16,676,784 

rrrPrertr ce 16,110,945 14,594,799 
cere Te 15,931,342 11,875,719 
vigaawasn x: 14,091,789 11,918,572 
cucteKeaetess 11,183,421 10,232,800 
jacawete leas 10,922,669 11,513,725 
A wale Setater acer 7,499,699 7,809,853 
Panencunsas 6,533,542 4,825,101 
ee ee 6,470,790 5,115,583 
Laweeenwenss 5,365,014 4,069,690 
witeaseeaq es 3,819,274 3,538,372 
Sisawancaae 3,332,191 2,633,692 
awceanenacs 3,064,198 2,797,953 
beded awa 1,740,418 1,470,878 
daudurevcnes 1,662,987 2,708,328 
demmeiae tale ee) 1,576,433 984,645 
weweewreawreds 639,131 775,203 
Re sreneuants 419,586 187,296 


*(Losses due to spreading fires originating from various causes.) 
Compiled by National Board of Fire Underwriters. 


RECORDED LOSS 
1923 1922 








LOGUE BROS. & CO., Inc. 


7 FOURTH AVENUE 


INSURANCE 
HARRY C. FRY, Ir., Prasident 
JOHN B. SIRICH, Sae’y. 
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81 JOHN STREET 








FIRE INSURANCE COMPANY 


Continuously in business since 1352 

The real strength of an insurance eom- 
pany is in the conservatism of ite mea- 
opement and the management of THE | 

ANO is an absolute assurance of 
the security of its policy. 

CHARLES W. HIGLEY, President 
MONTGOMERY CLARK, Vice-President 
J. G. HOLLMAN, Seoy. 

H. T. GIBERSON, Treasurer 
F. E. SAMMONS, Aast. Secy. 

A. E. GILBERT, Asst. Secy. 
HOME OFFICE 
Hanover Bidg., 34 Pine St. 
NEW YORK 


Howle, Jarvis & Wright, ine., General Agente 
Metropolitan District 
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Cause No. Fires % 
PRUE < c dpasudscecucetestasdcanans 1246 25.2 
WEE, os cRadaesdenncsanssivewssaenee 783 15.8 
RMGUMENENE, Sdedctedcccowasereiicecece 436 8.3 
NE TOWNE: eadecrcassecesasexiat 425 8.6 
Careless Use of Matches............ 397 8.0 
See TH Creu sctwcsccacseceaccs 117 2.3 
SOON IOP cha acecdcveusidsccccss 23 4 
CPNUY << dvasecdnancndssnessecesens 1479 30.0 
Sener  COROOE ccccecacccavccseaceis 3a 

TIE. cndvicccencscncssecces 18 


Moth Department Employees 5 
Electric Wires 4 
Benin FROG  cicscccccscces 4 
Saw Mill Sparks 
ee “MEE -Sccrcuinnerkaucaes 

Sun shining through glass.. 2 


Chimney Sparks «...ccccscsesss 2 
Stil in GPOrAtiOR .. vcccccsece 2 
Oil Tank Explosion .......... 1 
EE. scavacesabhennncnenscnes 1 
Ee FONE ccxecccsseccdaccate 1 
SN EN chan edsadeuedaaeed 1 
Auto Back Fired ........se00 1 
Hoisting Engine .....cs.cerss 1 
Total, All Causes crccccscccccescce 4954 100.0 


Character of Land Burned Over 


The Massachusetts figures give the 
following data about the character of 
land burned over: 


Average for 10 years, 1913-1922 Acres % 
PT saidcacvcslucedesesanccasmbaxonie 12,584 
Second Growth Not Merchantable 6,608 19.0 





Second Growth 5,283 15.0 
4,832 14.0 

2,756 8.5 

2,630 7.5 

34,700 100.0 


As the table indicates, nearlv 50 per 
cent of these Massachusetts fires are 
in brush and grass. The loss is, of course, 
less when grass or brush land burns, 
rather than timberland; but especially in 
small cities and suburban towns, grass 
fires in the spring months greatly strain 
the patience of the fire departments. 
This is but one reason why a special 
effort is needed to put a stop to these 
small and harassing fires. Usually they 
can be put out before much damage has 
been done; each, however, is a potential 
conflagration. Grass fires in cities may 
envelop residences; brush fires near for- 
est areas may sweep into the timber- 
lands. 


“Nearly every one of the causes listed 
are the result of man’s own actions. In 
the ‘great open spaces’ of the West, a 


considerable portion of the fires are at- 
tributed to lightning, hence the impor- 
tance of this cause as shown in the U. S. 
Forest Service figures: for the entire 
country. With care, every one of the 
present causes of woods fires can be 
limited. In certain instances where spe- 
cial care has been taken to safeguard 
any one of the hazards, the waste from 
fires due to that cause has been lessened 
materially. We must realize the hazard 
and be careful all of the time, and thus 
help to maintain our timber resources. 
And it is well to remember that that 
which has been burned over or cut down 
can be replaced by reforestation, if we 
start in time. Fast planting will be in 


order just to keep up with the fire 
ravages.” 





HOLDING SECTIONAL MEETINGS 





Field Conferences of Automobile Insur- 
ance Company Attended by Fire, 
Marine and Casualty Agents 


The Automobile Insurance Company 
of Hartford is holding a series of field 
meetings at which fire and marine agents 
as well as casualty agents and brokers 
in various cities are invited. The last of 
these meetings will be held in Kansas 
City, St. Louis and Des Moines during 
the next two wekes. Assistant Secre- 
taries R. R. Stone and C. T. Hubbard 
and others from the home office will be 
present, as well as the zone representa 
tives. All phases of agency service will 
be explained, including the miscellaneous 
coverages, advertising and selling plans 
and underwriting conditions. 


OPENS BROKERAGE OFFICE 

Harry C. Youmans, who was formerly 
connected with the Hartford Fire here, 
has organized a corporation, as an- 
nounced last week, known as Harry C. 
Youmans & Co., Inc., of which he is 
president, to function as a brokerage 
binding office for the Sun, at 110 William 
Street. Mr. Youmans has been in insur 
ance for about twenty years and is well 
known and popular in local insurance 
circles, 





r) ie 
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“nantiaatennne 


EVEN the best of Agents 


cannot have the Universe 


But we will give them 


THE WORLD 


Fire and Marine Insurance Company 
if not already assigned 
in their territory. 


Write us today at 
670 Main Street, 
Hartford, Conn. 


“Then give to THE WORLD the best 
you have and the bet will 


come back to you ‘ 
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Raps Lloyd’s Brokers’ 
Advertising Methods 


UNDIGNIFIED DEVICES ARE USED 


Chairman Also Believes Brokerages Re- 
ceived Are Not Commensurate 


With Work Done 

At the annual eeetion: of Lloyd’s In- 
surance Brokers’ Association, held in 
London in mid-February, Charles 
Wright, the chairman, strongly criti- 
cized methods adopted by certain brok- 
ers, particularly as regards “touting” for 
business. He spoke of the “indiscrim 
inate circularizing of other people’s cli 
ents” and to several cases which had 
been brought before the notice of the 
committee which “did not seem alto 
gether consistent with the dignity which 
had hitherto surrounded the business of 
Lloyd’s brokers.” , 

Note. It is forbidden for 
brokers to advertise. 

Times change and we change with 
them, said Mr. Wright, and methods re- 
sorted to by some brokers to-day would 
have horrified the previous generations 
of Lloyd’s men. It is doubtful if these 
undesirable methods are successful in 
the long run. They are indulged in, for 
the most part, by the smaller and less 
responsible firms, and it is improbable 
that such business that is worth while 
has been obtained by them.  Lloyd’s 
brokers have no need of “catchpenny” 
devices: they have the advantage of be 
ing able to effect risks in the best and 
cheapest market in the world in that 
they alone can place risks in “The 
Room.” 

Their connections are based on their 
proved integrity and good faith, and 
there is not the slightest need for them 
to resort to undesirable means of at- 
tracting business. True, he continued, 
competition is increasing in intensity, 
but there are many ways of competing 
for business open to the Lloyd’s broker 
apart from those involving questionable 
or undignified methods. 

Mr. Wright also touched upon the all 
important question of brokerage, and 
regretfully stated that the committee 
were unable to propose any practicable 
means for bringing about an increase. 
Marine insurance brokerage must be one 
of the least remunerative of commission 
charges. He instanced the fact that the 
stockbroker made a minimum charge of 
5s ($1.25) on any transaction, but that 
often a marine insurance broker had to 
do a large amount of work for a few 
pence, although some firms charged a 
minimum of 1/- (25c). 

It is extraordinary that while non 
marine business yields brokerage which 
sometimes amounts to 25 per cent., ma 
rine business is restricted to a maximum 
of 5 per cent., which is sometimes shared 
with an outside broker. It is true that 
non-marine business is largely annual, 
while marine risks, other than hulls for 
time, is a matter of voyages, and the 
turnover is large, but it must also be 
remembered that each transaction means 
a lot of work, even in the case of open 
covers and policies, and that a number 
of small insurances may involve a greater 
expense in labor and stationery than the 
amount earned in brokerage. It is to 
be hoped, therefore, that, despite the 
present failure to get better terms, the 
campaign for increased brokerage will 
be maintained. 


JAMES B. TALLMAN DIES 
James B. Tallman, general agent at 
Chicago for the Royal Exchange, died 
Wednesday, March 11, after a brief ill 
ness. He was fifty-five years of age and 
had been with the Royal for twenty 


Lloyd's 


years. He had general supervision over 
Illinois, Indiana, Wisconsin and Minne- 
sota. 


TRUMP SUCCEEDS HEXAMER 

J. Sanderson Trump, as was expected, 
has been made. secretary-treasurer of 
the Philadelphia Fire Underwriters’ As- 
sociation to succeed the late Charles A. 
Hexamer, 





To Rent 


ne quiet office in Hudson Terminal 

Building, 30 Church Street. 

‘ Ideal for two or three Brokers or Agents 
desiring small overhead. 


Box 1018, The Eastern Underwriter 
86 Fulton Street New York, N. Y. 











The Tokio Marine & Fire’s Statement 





Gain f I GRUEAMEG ccsecnccecessscss 412,121 
A. summary, of the annual statement films Setar se 
[ - | Marine ‘ire follows: 
of the Tokio arine . : vst le a - ot B 
THE TOKIO MARINE & FIRE INSURANCE Premiums losses Losses 
COMPANY, LTD., OF TOKIO, JAPAN Clase Written aid Tnmivead 
J. A. Kelsey, General Agent. G. Z. Day, Asst. Fire ..........200+ $1,500,979 607 = $991,501 
General Agent. Fire Branch, 45 John Street, Ocean Marine .... 444,171 239,985 224,968 
New York, N. Y. Appleton & Cox, Inc., Attys. Motor Vehicle .... 111,746 20,651 19,683 
Marine Branch, 3 So. William Street, New York, Inland Navigation 72,966 55,284 89,838 
N. Y. Tornado ......+++. 20,770 2,803 3,098 
Statement December 31, 12 ——-— 2 . 8 
Total Admitted Assets .......-+seeceeeee $6,691,491 a 
Re-ingurance Reserve ........eceeeeeeees 1,499,924 tt eee $2,159,179 $1,192,951  $1,329.797 
Fital Tdabiiithes .cccccccccavcescovevesaces 2,250,102 
Deposit Capital ......ccccccccccccsccceces enrae wo 
Net Surplus .....cccccccccccosccvccccccces ,0A1,3 
Surplus as to Policy Holders............ 4, ny on K. H. BAIR’S NEW AGENCY 
Amount at Risk—Fire Classes .......... 290,355,61 , manos RRS Se ee 
Amount at Risk—Marine Classes ....... 28,740, 152 Bair & Lane, insurance agents at 


Asioant at Hiatt Greensburg, Pa., have announced the 
sale of their business to a new firm to 
; : be known as Bair & McCloskey. The 
-enllsgreee a RAP caiia daitoguinebuihey Susi a ts members are Kenneth H. Bair, son of 
Remittances from Home Office ....-.... 166,361. the senior member of the old firm, and 


Total all Classes ..... 319,095,769 


MAT NHOGIG 92 sc0seussosetenyecohaseses 46,029 Albert FE. McCloskey, who has been in 
: ———___ charge of the Pittsburgh office for some 
DE RIES cai civanpasancaeasaaweoes $2,638,247 time. Kenneth H. Bair is well known as 

Disbursements president of the Pennsylvania Associa- 

LtanmGte xo cc cassnesentexanensonst wioxee $1,192,951 tion of Insurance Agents. 

Underwriting Expenses ...........e+ee0- 855,253 

ee, ee eee 17,214 —_ nian 

Remittances to Home Office ............ 42,182 
<Laauiesapieaie __°" NEW BROCKTON, MASS., AGENCY 
Total Disbursements ..............000 $2,107,601 A new Brockton, Mass., local agency 


THE TOKIO MARINE & FIRE INSURANCE _ has been created in the partnership of 
COMPANY, LTD., OF TOKIO, JAPAN Frank I. Packard, former representative 
December 3, 2 oe erg ee 

Underwriting and Investment Exhibit 09? ° oon ae ~ 
Underwriting Income Eacned 1922 to carry on the business of S. F. 


Losses Incurred ......cssesseeesssseeeecs 1,329,797 Packard & Son, established in 1870. Ex- 

Underwriting Expenses Incurred ....... 858,934 Mayor Keith is a grandson of the late S. 

Loss from Underwriting......... 200,377 a . BON ° . 

Investment Income Earned ............. 433,206 Franklin Packard, who died in 1901 and 
: was the father of F. E. Packard. 





Hazard Of Business 
Floating Population 
DISCUSSED BY W. B. BURCHELL 


Catering To Tourists Who Go North In 
Summer and South In Winter 





In an address delivered before the 
Junior Class of the Insurance Institute 
of America, W. B. Burchell, general 
agent of the Commercial Union and as- 
sociated companies, discusses that por- 
tion of the business community known 
as “floaters”; i.e., people whose practice 
it is to do business in a place for a 
short time and then to move. As a rule 
they are not desirable to insure. Along 
this line he says: 

“There is a growing practice for some 
business people to follow the vacation 
locations and seasons. 

“For example, a man may run a hotel 
in a New England ‘state in the summer 
and one in Palm Beach, Florida in the 
winter. There is now a decided trend 
of tourists toward north in the summer 
and south in the winter and _ business 
men depending on tourists’ trade are 
following the crowd. This is a wise and 
logical proposition for the good business 
people, as it practically gives them an 
all-year-round occupation, instead of the 
old way of a short season. However, 
there are a number of people doing this 
who are more or less of the faker class, 
the kind that used to follow the circus, 
and careful scrutiny must be given to 
risks of this nature, in order to write 
the good and avoid the bad.” 


GET INDEPENDENCE FIRE 

Schenck & Schenck, of Jersey City, 
have been appointed Hudson County 
agents for the Independence Fire. This 
agency is one of the best known in New 
Jersey and at the present time has de- 
partments handling fire, casualty, surety 
and life insurance. Members of the firm 
include Vincent R. Schenck, R. Percy 
Schenck, Douglas S. Schenck, Edward P. 
Apgar and Charles A. McGlone. 








Wolfert Corporation, 
Rochester, N. Y., insurance agency and 
brokerage, has been chartered at Albany 
with $30,000 capital. 


John M. E. 
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UNITED STATES MANAGERS 
125 WILLIAM: STREET, NEV YORK. : 


CARROLL L. DE wit Assistant United States Managers 
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EAGLE, STAR & BRITISH DOMINIONS INSURANCE co., Ltd. 
of London, England 
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Important Points In 
Writing Farm Risks 


STUDYING PROPERTY HAZARD 





Factors Which Local Agent Should 
Watch When Inspecting Farm 


Buildings To Be Insured 





By Paul Wilder 
)f the Ohio Farmers’ Insurance Company 

Considering the experience which farm 
writing companies have had during the 
later years, it might seem absurd that 
any person would attempt to prepare a 
paper until this title. However, taking 
into account the basis on which many 
companies have been founded, including 
our own, we are forced to admit that 
sometimes the writing of insurance on 
farm property was profitable. 

If we refer to ratio of loss for the 
various years, we note that this class is 
by far the most sensitive to the general 
business trend of the country. 

That we may have a correct basic 
understanding, it might be well to ex- 
plain that farm policies are written at 
the home office of the company from 
applications submitted by the respective 
agents. The application, like the daily 
report of other classes, becomes the 
work sheet of the underwriting depart- 
ment. However, the application, unlike 
the daily report, is received directly from 
the agent and does not pass through 
the Audit Bureau. Checking of the rate, 
form, amount, premium, etc., is therefore 
taken care of at the company’s office. 

Studying the Moral Hazard 

Since it is necessary that the applica- 
tion be passed upon before the policy 
can be issued, let us consider it first 
and, of course, the first entry which is 
made is that of the assured’s name. 

In considering a farm risk the name 
of the owner plays an important part. 
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Cash Capital 
Net Surplus . 


T. L. FARQUHAR, President 








NEWARK 


FIRE INSURANCE COMPANY 
Newark, N. J. 


Incorporated 1811 


A company with an unblemished and continuous 
record of over a century. 


ees ......-$1,000,000.00 


Total Surplus to Policyholders. 


Agents Wanted 
Where Not Represented 


Cc. E. TITSWORTH, Vice-President and Secretary 


1,241,179.73 





veeecce es Gbye4l 179.73 














Pull Off “Gridiron” Stunt at Saranac 


An echo of the Clinton J. Ayres, Inc., 
anniversary dinner at Saranac Lake, 
last week, was a “Gridiron Club” comedy 
pulled off by John A. Jordan, state agent 
of the Continental, and some of the 
specials who interrupted him while he 
was talking. The skit in part follows: 

(). Does Adirondack Ayres make in- 
surance rates? 

A. He does not. 

(Q. Who makes the rate? 

A. Larry Daw and Art Birchenough. 

Q. How is the rate made? 


A. ROTTEN. 

Q. Is there any other party connected 
with the insurance business ? 

A. Yes. 

2. Who? 

The Special Agents. 

Ay What is a Special Agent? 

A. A poor, underpaid, unappreciated, 
underfed, poorly nourished ill-clad indi- 
vidual, who travels up and down the 
State neglected and in want and distress. 

A. Is Adirondack Avres acquainted 
with this condition of the Special 


To End Shingle Roof 
Era in New York City 


AMENDMENT BEFORE ALDERMEN 





Supported by National Board, N. Y. 
Board of Fire Underwriters, Chief 
Kenlon and Others 





Steps are being taken to rid New 
York City of the wooden shingle roof 
fire hazard which has been the cause of 
32,000 fires annually in the last five 
years, a proposed amendment now be- 
ing before the Board of Aldermen to 
accomplish this purpose. This amend 
ment says: “Any roofing hereafter 
placed on any building within the city 
limits shall be of approved incombustible 
materials, provided that any existing 
shingle roof may be repaired at any 
time to an extent of not more than 15 
per cent. of its surface in any year.” 
It further provides that all shingle roofs 
now existing must on or before January, 
1935, be replaced with roofing of ap- 
proved incombustible material. 

The New York Board of Fire Under- 
writers, through its committee on the 
origin of fires headed by H. N. Kelsey, 
United States manager of the London 
& Scottish, supports this amendment, 
and in a report calls attention to the 
extensive erection of closely packed 
rows of buildings with shingle roofs in 
certain outlying sections of New York, 
following closely upon the heels of tax 
exemption legislation. Such _ sections 
constitute a serious fire menace in them- 
selves and threaten a tragic general 
conflagration. 

The spread of the Arverne fire in 1922 
is attributed to wooden shingle roofs, 
continues the report. The total loss in 
this fire was $2,000,000, and it burned 


If the assured is a foreigner, is he re- A. God only. knows and he won't teil: Agent py a = a half pentagons whe 
sponsible and experienced, oe has he Adirondack Ayres have the . He is. He gives us business, pays @ !Undred anc forty-one two-and-a-hali- 


simply been tempted into the purchase 
of a property, the operation of which 
he knows nothing about, the result of 
which is only too well known? 

Or is the policy to be written in the 
name of some realty firm and, if so, 
what is their object—will the farm be 
used for purposes other than originally 
intended or abandoned entirely ? 

If this is not the case, does the prop- 
erty fall into a trading class or is it occu- 
pied each year by a different tenant? 

Thus we might continue with the 
name of the assured even to the de- 
termining of whether or not all heirs 
and parties interested in the coverage 
have been protected with proper en- 
dorsements. 

We next notice the size of the farm 
and its location. This information is 


(). Does 
val say on acceptance of a risk? 
A. He does not. 
(). Who has the authority? 

A. The company officials. 

Q. Who are they? 

A. Home Office armchair artists. 

Q. How do they handle the acceptance 
of a risk? 


his balances for the annual cleanup; 
sometimes gives us losses and loans us 
money. 

Q. What’s the matter with Adirondack 
Ayres? 

A. He is alright. 

Q. Who is alright? 

A. Adirondack Ayres is alright. 








so written and has the proper method 
been used in determining the rate and 
premium ? 


Occupancy of Property of Importance 
Immediately preceding the items of 
coverage appears the statement indicat~- 


ing whether the property is occupied by 
a tenant or the owner. If the occupancy 





form are listed. It would be a tiresome 
ordeal for you if each item would be 
considered separately. However, each 
one has its own peculiarities, and we 
shall consider the buildings and contents 
as two groups. 

At this time, when the price of build- 
ing material and of labor is high, there 
is a tendency, particularly in some lo- 


story frame houses, hotels and boarding 
houses. 

Among other supporters of the shingle 
roof fire amendment are The National 
Board of Fire Underwriters; John Ken 
lon, chief, New York Fire Department; 
Peter C. Spence, chief, Bureau Fire 
Prevention; William FE. Walsh, chair- 
man, Board of Standards and Appeals; 
Walter Stabler, comptroller, Metropoli- 
tan Life Insurance Co.; The Merchants’ 
Association; The New York Chapter 
American Institute of Architects; Build- 
ing Trades Employees’ Association; 
American Institute of Consulting Engi- 
neers; Brooklyn Chapter, American In- 
stitute of Architects; New York Society 
of Architects, and Iron League of New 
York. 


our guide in determining the valuation is that of tenant, one naturally places  calities, to endeavor to obtain coverage DINNER TO HUGH LEWIS 
of the property, especally if we are the risk in a distinct class. on the basis of replacement value which, , ; 
handling an encumbered risk. The Although many properties are in as if carried out, leads to over-insurance. A few weeks ago a dinner was given in 


proper amounts to be written under the 
implement and hay and grain items are 
largely determined from this informa- 
tion. 


The next entry to be made is that of 


good condition under tenant occupancy 
as they would be if occupied by the 
owner, there are many who are subject 
to less interested and constantly chang- 
ing renters, which factor bears greatly 


This desire on the part of the assured 
may be well meaning, however the prac- 
tice is one of the red flags of the moral 
hazard. It is therefore urgent that the 
underwriter determine the present value 


England to Hugh Lewis, general manager 
of the. London & Liverpool & Globe by a 
committee appointed by the fire offices and 
underwriters to deal with matters arising 
out of the Japanese earthquake. R. 


the term of the policy. This needs no on the value of the risk from an in- of the building under consideration, Sketch, Deputy chairman of Seca 
buptiedins commmeer cobs tuk, aw ie see ee which is accomplished by means of the mittee, presided. W. Chrichton Slagg, 
all daily reports, 


should the term be 
lor an uneven period, why has it been 


We now arrive at the heart of the 
application where the items of the policy 


description and dimensions given by the 
agent on the inside of the application. 


chairman of the Fire Offices’ Committee, 
was one of the speakers. 
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Two Companies Win 
Suits Over Coal Barge 


SINKING NOT A MARINE PERIL 
New York Court Holds That Improper 
Unloading and Unseaworthiness 
Were Real Causes 


The Western Assurance and Liverpool 


& London & Globe last week won suits 
brought against them in the New York 
Supreme Court by the James A. McAl 


lister Co., Inc., under marine policies. 
These suits concerned the sinking of a 
coal barge upon which the companies de 
nied liability, alleging the sinking wa 
not due to a marine peril. Following is 
the opinion written by Justice Walsh of 
the Supreme Court in dismissing the 
complaints, against the insurance com 
panies: 

Actions on two time policies of marine 


insurance issued by defendant insurers 
covering the barge Peerless against loss 
from perils of the sea, but exempting 


from the coverage all claims 
want of ordinary care 
ing and stowing of 
tenness, inherent 


arising from 
and skill in load- 
and from rot 
and other un 


cargo 
defects 


secaworthiness. During the policy period 
the barge, laden with a cargo of coal, 


was placed alongside a 
purpose of unloading. Aiter the unload 
ing had continued tor about four hours, 
the barge sprung a leak. The method 
of discharging adopted by the stevedore 


steamer tor the 


engaged in transferring the coal from 
the barge to the steamer was first to 
unload the coal stowed in the fore and 


aft parts of the barge without removing 


the coal from the middle. This sprung 
the boat, doubled her up in the middle 
ind caused her to leak. 


Tle captaim testified he protested 
against this method of unloading; that 
he knew that unloading in such manne 
would cause her to leak. There is no 
prool ol stress ol weather, wind ot 
waves. Plaintiff must affirmatively es 
tablish that the barge was seaworthy and 
that the causing the damage was 
due to a peril of the sea. Where a ves 
sel, without encountering any peril or 
torm, becomes leaky, this is presump 
tive evidence of unseaworthiness (Ber 
wind v. Greenwich Ins. Co., Van Winkle 
v. M. & T. Ins. Co., Paddell v. Franklin 
ins. Co., Globe & Rutgers Fire 
Ins. Co.) 

The burden of proof then rests upon 
the insured to show that it arose from 
some injury coming under the denomina 
tion of peril of the sea (Paddell v. Frank 
lin Ins. Co., supra). Plaintiff overcomes 
this presumption by proof, that the loss 
was brought about by improper unload 
ing. Parenthetically, it ‘may ‘be here 
stated that negligent unloading does not, 
as claimed by defendants, come within 
the purview of the policy clauses ex 
empting the insurer from liability in the 
event of want of ordinary care and skill 
in loading and stowing the cargo. 

The wording of the policies is the in- 
surers’ and its meaning will not be ex- 
tended beyond the plain purport of the 
language used. The construction should 
be liberal as to the 


leakage 


Green vy. 


insured; literal as to 
the insurer. The case, therefore, turns 
upon the question whether the damage 


here caused by the sea water entering 


the barge through the leakage occasioned 


by the improper unloading was a peril 
of the sea within the meaning of the 
policy. In insurance law the proximate 


cause alone is considered 
Paul Fire & M. Ins. Co.) 
Was the improper unloading or the 
subsequent leaking the proximate cause ? 
This involves the application of the 
maxim causa proxima et non remota 
spectatur. Immediate, as contrasted with 
remote, here refers to the proximate, the 
dominant, the efficient, the producing 
cause, and does-‘not mean the cause near- 


(Bird v. St. 


Salvage Conditions 
In Turkish Waters 


VIRTUAL MONOPOLY EXISTS 


Field Divided By Two Foreign Com- 
panies; Turkish Government May 
Take Over Concession Entirely 

Hlow salvage operations are to be car- 
ried on in Turkish waters has not been 
cleared up officially, and no special law 
has been worked out up to the present, 
according to the “Marine Underwriter” 
of Berlin, in a published article on this 
question in the latest issue. The only 
available is the provisions of the 
Treaty of Lausanne, which are to be 
applied, says the article. According to 
that Treaty, the coasting trade as well 
as all shipping operations in Turkish 
waters are exclusively reserved to the 
Turkish flag. The Turkish Government, 
holding the view that salvage enterprises 


basis 


were included in this class, had made an 
attempt, immediately after the signature 
of the Treaty of Lausanne, to prevent 


foreign salvage companies from oper 


ating in Turkish waters. Since the 
‘Turks, however, were not in possession 
est in time or place. Cause and effect 
are to be considered. The efficient cause, 
the one that sets the other in motion, is 
the one to which the loss is to be attrib 
uted, though the other cause may follow 
it and operate more immediately in pro 


disaster. Causes merely inci 
instruments of a controlling 
not the proximate and re- 
sponsible ones, though they are nearer 
in time to the result. The inquiry must 
always be whether there was any inter 
mediate cause disconnected with the pri 


ducing the 
dental or 
avency are 


inary fault and self-operating (Prohask 
v. St. Paul Fire & Marine Ins. Co., Aetna 
Ins. Co. v. Boon, G. R. Booth). 

Phough the entry of the water oper 
ated more immediately in producing the 
disaster, the loss must be attributed to 
the cause which concededly set in mo 


any intervening independent 
This was the dominant and effi 
cient, the proximate cause. “Perils of 
the seas” are those marine casualties due 
to the fortuitous action of the sea. They 
include sea damage occurring at sea, a 


tion without 
cause 


peril of the sea. A peril on the sea is 
not enough (Cary v. Home Ins. Co., Cul 
len v. Butler). The improper unloading 


was not a sea damage, a peril of the sea. 


Nor was it a casualty caused by the 
fortuitous action of the sea. The com- 
plaints are dismissed. This determina- 


tion renders unnecessary a consideration 
of the other dependent questions in 
volved. Submit decisions and judgments 
in accordance with findings on two days’ 
notice. 
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of adequate salvage 
foreign Companies were 
being obliged in 
apply for and 
to the place 
happened. 

That sys 
expensive, 


equipment, the 
allowed to stay, 
each individual case to 
obtain permission to sail 
where an accident had 


tem, evidently, often proved 
and in every case entailed a 
detrimental loss of time for the purpose 
of obtaining the permit; so it could not 
possibly continue. Accordingly, diplo 
matic action was brought to bear on the 
Turkish Government, especially by Eng 
land, and the Government yielding to the 
obvious necessity, temporarily authorized 
certain salvage companies to do business 
until the Turkish companies should have 


succeeded in organizing a salvage ser 
vice which was recognized to be ade 
quate. The salvors who obtained the 


privilege to 
following : 
pany, 


continue operations are the 
The Ocean Salvage Com 
owning the “King Lear’; the 


Scandinavian Salvage Association with 
its steamer “Belos,” and a private en 
terprise of Zanardi Bros., with the boat 


‘Semper Paratus” 
flag. 

The State Shipping Board “Seiri Se 
faine,” it appears, is now fitting out 
two steamers with a view to converting 
them into salvage steamers, but at pres 
ent they are not yet ready to be put in 
service, and it is quite uncertain when 
they will be. As far as salvage is con- 
cerned, ships in distress are at present 
at the mercy of the three above-named 
organizations, 

Pursuant to a_ private 
between the “Ocean Salvage” and the 
“Seandinavian,” these two companies 
have divided the fields of operation be- 
tween themselves in order to avoid com 
peting with each other. The “Scandi- 
navian” has established itself in the Dar 
danelles and exclusively operates in the 
Sea of Marmora and the Archipelago. 
The “Ocean Salvage” is at Constanti 


under the British 


understanding 


nople, its field of operation being the 
Bosphorus and the Black Sea. Their 
only competitor, therefore, is the “Sem- 


per Paratus.” 
As, above stated, the coasting trade is 


reserved to the Turkish flag; but the 
Turkish Government is well aware of 
the fact that there are not many 
Turkish capitalists and that it is ex- 
tremely difficult to build up an exclu- 
sively Turkish fleet without foreign co- 
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operation. At the same time, however, 
the Government is so jealous of the ex- 


clusive privilege it has obtained and 
fears so much that foreigners may in 
some way or another succeed in obtain- 


ing control of the vessels under the Turk- 
ish flag that it issued a decree according 
to which a Turkish shipowner forfeits all 
his rights in the ships owned by him if 
it be proved that foreign capital is in- 
vested in his enterprise, even though it 
be in a private manner. Now, where 
is the ‘Turkish capitalist who could un- 
dertake to purchase a salvage vessel 
and finance the ¢ost of its maintenance 
and operation un il he might be enabled 
to recover the ovtlay from the proceeds 
of the salvage overations? Up to the 
present there has been no such Turkish 
capitalist, and it is very improbable that 
there ever will be one. For that reason 
there is an incliiation in Government 
circles toward mecnqgpolizing the salvage 
business by conferring the exclusive 
privilege on the State Shipping Board 
“Seiri Sefaine,” waich is the only organ- 
ization capable of financing the business. 

As yet no decision has been made in 
this respect. Meaawhile the whole prob- 
lem is left in abeyance and no one is in 
a position to tell with any degree of 
certainty what will be done in the matter. 


SIGNS REINSURANCE LAW 
Governor Smith Passes Bill to Allow 
Companies to Form Solely For 
Reinsurance Purposes 
Governor Smith has signed _ the 
Wheatley bill adding new section 69 to 
the insurance law, authorizing the for- 
mation of reinsurance corporations, as 
Chapter 121 of the laws of 1925. While 
insurance corporations have generally 
done a reinsurance business there was, 
until the signing of Chapter 121 of the 
laws of 1925, no provision of law spe- 
cifically authorizing the formation of a 

corporation for such a purpose. 

The text of the new law follows: 

“Reinsurance corporations. ‘Thirteen 
or more persons may become a stock 
corporation for the purpose of making 
only contracts of reinsurance with any 
other insurer, covering the risks pro- 
vided for in any one of sections seventy, 
one hundred and ten or one hundred and 
fiity of this chapter, by filing in the 
office of the superintendent of insurance 
a declaration and charter to conform 
with what has been prescribed for the 
provisions of any such declaration and 
charter for the respective kinds of cor- 
porations mentioned in said sections of 
this chapter, including the making of 
publication of notice of intention to so 
organize and meeting the requirements 
prescribed for corporations separately 
formed under articles two, three and/or 
four of this chapter. 

“This act shall take 
ately.” 


effect immedi- 





GENERAL AVERAGE ABOLITION 


Another argument to abolish general 
average has been made, this time by 
H. Johnson, of the Thames & Mersey, 
while speaking before the Liverpool In- 
surance Institute. With regard to the 
reformation of general average, Mr. 
Johnson says that the York-Antwerp 


Rules provide the best means for suiting 
general average to the ever changing 
needs of commerce. 
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CASUALTY AND SURETY NEWS 








Wells of Minnesota 
for Acquisition Pact 


HE AGREES WITH SUPT. BEHA 


Thinks Opposition to Agreement Is 
Short-Sighted; All Depends on 
Good Faith of Subscribers 


Tue Eastern UNDERWRITER has re- 
ceived from Commissioner George W. 
Wells, Jr., of Minnesota, some comments 
relative to the decision of Superintendent 
Beha to do his utmost to enforce the 
Acquisition Cost Agreement. It will be 
recalled that the New York Superinten- 
dent communicated his decision to the 
other state departments. 

Mr. Wells’ letter, written at the re- 
quest of THe Eastern UNberwriter for 
his views, follows: 

“Replying to yours regarding Superin- 
tendent Beha’s comment regarding ac- 
quisition cost agremeent, I can only state 
that which I have already stated, namely, 
that any agreement which tends to re 
duce the acquisition cost of casualty com- 
panies is, in my opinion, a step in the 
right direction. The agreement in ques 
ton will stand or fall according to the 
good faith of the subscribers thereto and 
the reasonableness of the conference 
committee having authority to modify 
same in so far as it relates to specific 
companies and local conditions requiring 
modification. While the agreement in 
question may fit the larger number ot} 
subscribers thereto, its nature as a vol- 
untary self-imposed agreement requires 
that it be elastic enough to permit modi 
fications to take care of special cases 
and the spirit in which these modifica 
tions are considered will, in my judg 
ment, be the biggest factor in keeping it 
alive and making it worth while. 

“For any company, agent or insurance 
commissioner to oppose the principles ot 
the agreement would be short-sighted. 
They should have the whole-hearted sup 
port of everybody having to do there 
with.” 

President Luning 
Commissioners’ 
EASTERN UNDERWRITER: 

“Replying to yours of recent date re- 
questing to know if | desired to write 
you for publication my views relative 
to Superintendent Beha’s acquisition cost 
decision to help enforce the agreement, 
desire to state that I do not care to 
write anything special, but have advised 
Mr. Beha that 1 was in sympathy with 
his views as expressed in his paper and 
would be pleased to co-operate with him 
as far as I was able.” 

Major John C. Bond, auditor of West 
Virginia, said in response to a letter from 
THE EASTERN UNDERWRITER: 

“I. do not believe I have anything to 
say in this matter. The West Virginia 
departme nt is usually satisfied to allow 
insurance companies to conduct their 
own affairs, as we are generally opposed 
to the federal or state government in 
terfering to any great extent with the 
management of business enterprises.” 


(Florida) of the 


GREENE JOINS COMMERCIAL 

The Commercial Casualty has appoint 
ed R. L. Greene as assistant manager at 
its New York office. He will have charge 
of brokers’ se — and business develop 
ment, Mr. .Greene started with the 
Travelers in 1917 and was later identified 
with the E -agle Inde munity. 


Kennedy R. Owen, vice-president in 
charge of the fidelity and surety depart- 
ment of the Standard Accident at De- 
troit, was in New York this week. 





The city of Baltimore has placed i 
personal and property liability a maian 
on all city automobiles and trucks with 
the United States Fidelity & Guaranty. 


Convention writes THE 








Jail Wardens, Deputy 
Sheriffs Form Mutual 


WESTCHESTER OF WHITE PLAINS 


Will Write Casualty Insurance; Report- 
ers, Supreme Court Clerk and 
Others Among Incorporators 


A new mutual insurance company in 
which deputy sheriffs and jail wardens 
are among the incorporators is a novelty 
in New York State. It was announced 
in the following notice appearing in the 
“Daily Reporter” of White Plains en 
March 14th: 

“Notice is hereby given, pursuant to 
Sections 340 and 341 of Article 10-B of 
the Insurance Law of the State of New 
York, that the undersigned intend to 
form a corporation with its principal 
office in the city of White Plains, County 
of Westchester, and State of New York, 
to be known as Westchester Mutual 
Casualty Company, for the purpose of 
writing the various kinds of insurance 
specified in Subdivision A. B and C of 
Section 340 of the Insurance Law of the 
State of New York. Dated, March 13, 
1925,” 

The names of the. incorporators and 
their affiliations follow: 

Claude E. Goodenough, court stenographer. 

Albert M. Dickel, automobile accessories. 

William C, Pells, newspaper reporter. 

Franklin Moxtross, county registrar. 

John J. Dailinger, court officer. 

Chas. J. I. Decker, supreme court clerk. 

Fletcher Brush, automobile accessories. 

William G, Barrett, real estate. 

George IF. Cox, real estate. 

Elmore Elliott, automobile accessories. 

Fred F. Miller, head clerk, sheriff’s office. 

Charles F. Lent, deputy sheriff. 


Wm. H. Grasse, lawyer. 
red W. Ruscoe, deputy sheriff. 
Fred W. Burns, lawyer. 


Geo, ©, Donnelly, deputy sheriff. 
Thos. Kurnan, court officer. 
Joseph A. Yanarella, deputy warden, county 


ail, 

Philip J. Green, deputy warden, county jail. 
John H. Kelly, deputy sheriff. 

Geo. If. Je well, clerk, sheriff's office. 
Edward V. Condon. 

Jos. P. Durney, court officer. 

leo A. Mancusi, court officer. 

Griffin H. Merritt, deputy sheriff. 

Walter F. Wood, lawyer. 


WILSON VISITS NEW YORK 
Joseph R. Wilson, manager of the de- 


velopment division at the home office of 
Baltimore, 


the Maryland. Casualty in 
was a visitor in New York last week. 
Mr. Wilson is a brother of the late Pres- 
ident Wilson and was formerly a news- 
paper man. 





Charles Bellinger, president of the 
Perrin-Bruckmann Agency, Inc., and 
member of the firm of W. L. Perrin & 
Son, spent the latter part of last week 
at Miami, Fla. 
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Applies Reinsurance 
Principles to Bonding 


FRED J. PARRY GIVES ADDRESS 





Vice-President, Amevieen Surety, Tells 
Students Remedy for Bad Bonds 
Is Not Reinsurance 


Following a discussion of the underly- 
ing principles of reinsurance as they 
apply, to insurance generally and of the 
growing importance of this branch in 
the conduct of insurance, Fred J. Parry, 
vice-president of the American Surety, 
in charge of reinsurance, burglary and 
forgery insurance for the company, told 
the students in suretyship of the Insur- 
ance Institute of America recently of the 
application of these principles as they 
apply to fidelity and surety bonds. 

He stated that the liability a surety 
company has to offer for reinsurance 
falls into four classes. They are: Com 
pulsory reinsurance, that portion of the 
liability of a bond which is in excess of 
the surety company’s legal limit of 10% 
of its paid up capital and surplus; volun 
tary reinsurance, that portion of the lia- 
bility which is in excess of the amount 
that the company’s management consid- 
ers a normal exposure for the particular 
classification within which the bond 
falls; bad bonds, the premium on which 
plus the resources of principal will not, 
in the opinion of the underwriters, hold 
the surety harmless and one which can- 
not be cancelled; policy risks, on which 
the premiums and resources of principal 
are not sufficient to warrant the com- 
pany to assume the risk but which, to- 
gether with other considerations, will 
warrant the company’s assuming the 
hazard. 


Not Remedy for Poor Bonds 


“The reinsuring of a bad bond is not 
the remedy for the direct writing com- 
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pany,” he continued, 
ing it has not improved the quality of 
the risk. It has limited its exposure and 
at the same time it has limited its pre- 

mium income. The remedy for bad bonds 
is to control the agency organization and 
keep the issuance of obligations of this 
character down to a minimum. 

“If a company decides to write a bond 
for policy reasons, if the premium, re 
sources of principal and other consid 
erations, in the opinion of the under- 
writers, adequately protect the surety, 
the bond should be written; if not, it 
should be declined. The reinsurer in 
accepting a portion of a policy risk ac 
cepts substandard business because the 
other considerations, apart from the 
premium and resources of principal 
which prompted the reinsured to issue 
the bond do not follow through to the 
reinsurer. 

“The selection of business that a com 
pany with a large paid up capital and 
surplus has to offer is of poorer quality 
than the excess which is offered by a 
new company with a small capital and 
surplus and which, as a matter of policy, 
carries small exposures on all of its ob 
ligations. On the other hand, this might 
be offset by the fact that the underwrit 
ers of the new company are not as 
skilled and experienced as the under 
writers of the older company, and the 
percentage of bad bonds will be higher 
due to an inexperienced agency force. 

“A surety company which can carry 
as near to 100% of the liability of the 
amount fixed as a normal exposure on 
carefully selected business, which con 
trols the execution of the bonds by its 
agency force, which writes only policy 
risks where the premium, resources of 
principal and other considerations are 
sufficient to warrant the assumption of 
the entire risk, which will reinsure its 
excess over and above its normal re 
tentions, and which will accept after 
careful selection the reinsurance offer- 
ings of other companies which fall with 
in the classes of compulsory and volun 
tary reinsurance, will show the greatest 
underwriting profit. 

“No matter in what way reinsurance is 
applied, its ultimate purpose is to re- 
duce the exposure of the reinsured. It 
is primarily an arm of a company’s un 
derwriting and not a part of its produc 
tion machinery.” 


“because by so do 


1924 GLASS PREMIUMS 

That plate glass premiums for 1924 
total approximately $16,000,000, an _ in 
crease of about $1,000,000. over 1923, will 
be shown in reports to the W. F. Moore 
Service, the maker of plate glass rates. 
New York City premiums will exceed 
$3,000,000, an increase of some $200,000. 
The total 1924 loss ratio will show a 
slight decrease from the 1923 loss tatio. 

These figures represent about 98% of 
the business of the entire country. The 
cost of plate glass replacement is show 
ing its usual slight upward trend ‘hat is 
experienced in the Spring months. No 
change in rates has been made. 
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Use of Statistics 
In Casualty Rates 
PERKINS SPEAKS AT TORONTO 


Assistant Secretary, Travelers Insurance, 
Methods of 


Bureau to Insurance Institute 


Describes National 


Sketching briefly the 
methods employed by the 


rate-making 
National Bu 
reau of Casualty & Surety Underwriters 
without dealing 
cally with any 
ance, Im a 


exclusively or 
articular line of insur 
paper presented before the 
Poronto Insurance Institute on the use 
of statistics in making casualty rate 
S. B. Perkins, assistant secretary Trav 
elers Insurance, pointed out that the first 
problem arising in connection with the 
establishment of rates is that of a de 
termination of the theory or the funda 
mental principles which should serve as 
a basis for the rating structure. 
Continuing, he stated: “History is 
supposed to repeat itself, but the ques- 
tion is how soon will it repeat itself and 
to what degree. Given a set of condi- 
tions, administrative, economic and in 
dustrial, a certain experience will be de 
veloped. It is fair to assume that were 
the same set of conditions to obtain at 
a later date, the experience developed 
thereunder would be very similar to the 
original experience. While it is a fact 
that economic conditions travel in cycles 
and that industrial conditions travel in 
cycles, these cycles may not have the 
same period. The administrative condi- 
tions may be a progression rather than 
a cycle. Therefore, upon the solution 
of the various laws affecting industrial 
and economic conditions depends the 
value of the use of statistics, which, after 
all, are merely a record of the past in 
making rates for the future. 

“There are certain recognized criteria 
by which the propriety of rates may be 
gauged. Rates should be consistently 


specifi 

























Dark Seceet Kept vias ne Folks: 
Ambrose Ryder An Insurance Author! 


Ambrose Ryder, of the 
dent, is author of a book on “Automo 
bile Insurance.” He was asked by q HE 
EASTERN UNDERWRITER if he did not want 
to join the symposium of American m 
surance book authors who in Ther lasr- 


ern UNDERWRITER have been discussing 
Americans and Britishers as insurance 
book writers. His answer 1s a conics 
SION: 

“You have asked me to say a few 


words in regard to an international sit 
uation, to wit: Why Great Britain has 
more insurance authors than the United 
States. I do not know anything about 
cither side of the subject, so | am auite 
competent - to render an impartial 
opinion. 

“Tf J had been born in England, and 
at the age of 21 had announced to my 
folks an intention to take up insurance 
as a life work, nothing would have been 
too good for me (James, page the fatted 
calf.) But because I was born up-state 
New York my relatives and friends at 
home are continually asking me, how 
soon do I expect to quit the insurance 
business and come back home to a farm, 
to a bank, or to some other respectable 
calling. 

“In England insurance can be dis- 
cussed open and above board, at any 


proportionate with the loss-producing 
hazards of individual risks. Rates should 
be not unfairly discriminatory to any 
risk and risks of the same kind and 
under the same conditions should be 
given identical treatment. 


Value Of Statistics 


“In the determination of classification 
relationships, statistics play a most im- 
portant part. The value of statistics is 
dependent first upon their homogeneity. 
They must be accumulated as a result 


Genera! Acci- 


family reunion, tea or otherwise. Back 
in my home town we sit around the 
bridge table and discuss politics, farm- 


ing, law and medicine, but never a word 
about insurance. The following conver 
sation is supposed to have taken place 
at one of the country stores. ‘I wonder 
what ever happened to Steve Ryder’s 
oldest boy Ambrose. ‘I heard he went 
down to the city and finally took up in 
surance. “Too bad! Must ’a’ been quite 
a blow to the folks.’ 

“The fact that [ am the author of a 
hook on insurance is kept a family secret 
at home. Not that I would care—I am 
beyond redemption. But if you have a 
spark of filial feeling left in) you you 
can't afford to let a thing of that kind 
get around town. ‘The first thing you 
know, the people would be whispering 
that I was about to write a book on 
‘how to take candy from a baby.’ 

“I have expressed a conception of in- 
surance in America which is typical of 
vesterday. This conception has already 
disappeared in all leading business cir 
cles throughout the country, but it hangs 
on like a puppy to a root in the smaller 
communities and in many social and 
family circles. Small wonder that there 
is a poor crop of insurance authors in 
this country!” 


of the same coverage having been offered 
by the companies contributing their ex- 
perience. They must be kept on the 


same basis; that is, premiums must all 
be earned premiums or all net written 
premiums, and the losses must be either 
all incurred losses inclusive of estimated 
but unpaid amounts or exclusively all 
paid losses, but in any event must be 
homogeneous. 

“There must be sufficient volume of 
experience, so that the inclusion of some 
fortuitous loss due to a we serious 





SPLENDID 
OPPORTUNITY 


A rapidly growing, strong, eastern, old 
line life insurance company has an open- 
ing for a capable assistant actuary. Write 
stating qualifications and salary expected. 
All replies treated as strictly confidential. 


Address: “Actuary,” 
The Eastern Underwriter 
86 Fulton Street New York, N. Y. 











accident or a catastrophe would not ma 
terially affect the result. Furthermore, 
it is most important that the statistics 
be properly interpreted. Statistics should 
be used as a guide and not as a law, 
and without proper interpretation. sta- 
tistics may frequently be not only of 
no assistance but be absolutely mis- 
leading. 

“fortunately, the National Bureau had 
given thought to this problem years ago 
and had prepared for its member com- 
panies a series of statistical plans, one 
for each line of insurance. The member 
companies of the Bureau had adopted 
these plans and were using them in their 
companies and had been in the habit of 
filing their experience periodically with 
the Bureau. The Bureau accumulated 
this experience and carefully audited it, 
for out of the many companies who had 
adopted the plan it was evident that in 
some instances there might be misunder 
standing as to its correct application 
and use.” 





AGENCY CONSOLIDATION 
The Dunlap, Campbell, Johnson Co. 
and F. S. Walker & Co., agents of the 
Globe Indemnity at Springfield, Mass., 
have consolidated under the name of the 
former company. ‘They write fire, life, 
accident and health, automobile, casualty 

and liability lines and surety bonds. 
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THIRTY-SECOND ANNUAL STATEMENT 


United States Branch 


December 31, 1924 


ASSETS 








Government, State, County, Municipal, Rail- 
road, Public Utility and Miscellaneous Bonds $13,586,424.70 
I es oS ee ass i EGS ba Ree 17,600.00 
ee ee re ee ee 597 933.42 
First Mortgages on Real Estate............. 26,850.00 
Cash on Hand and in Bank... .%...u. 60.0.6. 338,313.91 
Interest Due*and Accrued ......6666044.44%5655 192,362.98 
Premiums Not Over Three Months Due in 
COULSE Ol TOGILECHION:. ...2866dias oh esa skndies 2,495,212.05 
PST OEE ASB OES ies. 5. decors a eds ieee Sass wis beohoeuss 366,811.87 
: $17, 621, 508.9 93 
E 
E UNITED STATES TRUSTEE 
= Guaranty Trust Company of New York 
| LINES WRITTEN 
Workmen’s Compensation Plate Glass 
Landlord’s Liability Flywheel 
Electrical Machine Credit 
Public Liability 
| 


SN nN 





LIABILITIES 


Claim Reserve: 


Compensation and Liability Departments.. . 
(As required by Insurance Department of New York) 


: 
| 
LONDON GUARANTEE AND ACCIDENT COMPANY, L’T’D. | 
: 
2 


Credit Insurance Department.. 


All Other Departments..... pw wats 
Reserve for Unearned Premiums. ... 


Reserve for Taxes 
Reserve for 
Liabilities 


Commissions 


Voluntary Additional Reserve for Compensa- 


HOlt WbOSSES:). vscccces : 


ie 0 © ¢ 6 @ 66 


Deposit Capital. .....26< 6666600 
Surplus Over All Liabilities. 
Surplus as Regards Policyholder rs 


DEPOSITED WITH INSURANCE DEPARTMENTS AND UNITED STATES TRUSTEE, $13,343,864.05 


HEAD OFFICE—55 FIFTH AVE., NEW YORK 
C. M. BERGER, U. S. Manager 


LINES WRITTEN. 


Accident and Health 
Employer’s Liability 
Elevator Liability 
Teams Liability 


and 


1,882,872.15 
sae Canad 2,632,872.15 
$17 621,508.93 





$ 6,615,612.32 


389,023.21 
1,170,040.40 
4,958,838.92 

316,000.00 


All Other 


798,696.93 
740,425.00 





$14,988,636.78 
$ 750,000.00 














Boiler, Engine 
Automobile 
Burglary 
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Life Counsel Argue To 
Let Reciprocals Enter 


HEARING IN MASSACHUSETTS 


Attorneys Say Bay State Should Follow 
Example of Other Commonwealths; 
Department Store Men Favorable 


Reciprocal insurance advocates had 
the floor at a legislature hearing in Bos- 
ton a few days ago, sixteen men speak- 
ing in favor of a reciprocal measure. 
One of the speakers was Guy W. Cox, 
vice-president of the John Hancock. 

“Tf Massachusetts excludes these ex- 
changes irrespective of their merits, then 
the other states can exclude the domes 
tic companies which are trying to keep 
Massachusetts on the map,” said Mr. 
Cox. “It is absurd for the Common 
wealth to take the position that com- 
petition shall not be allowed.” 

Frank G. Fitzpatrick, of the Brown, 
Durrell Co., was the first speaker in 
favor of the plan. “Massachusetts ought 
not to be behind the other states in 
recognizing this well-established system 
of insurance,” said Mr. _ Fitzpatrick. 
“There is abundant experience to prove 
that the contention of the minority on 
the special committee, namely, that re 
ciprocals are unsafe, is not based on 
facts. The reciprocals have gone 
through several conflagrations, and their 
settlements have been even more satis- 
factory than the settlements of the stock 
insurance companies. We get a return 
of about 75 per cent. of the premiums 
we pay to the reciprocal companies.” 

In answer to questions by Rep. Arthu 
W. Hollis, of the committee, Mr. Fitz- 
patrick said that if reciprocal insurance 
is recognized in Massachusetts the 
Brown Durrell Co. will continue to place 
some insurance in the stock and mutual 
companies. “Of course,’ he said, “we 
don’t want to carry all our eggs in one 
basket.” 


Berkshire Counsel Also Talks 


John Barker, general counsel for the 
Berkshire Life, said reciprocal insurance 
exchanges are operating in forty states, 
and Massachusetts should fall in line. 
Reciprocal organizations are now doing 
business here, he said, but are under no 
regulation and pay no taxes. They 
should be placed under regulations and 
recognized. Attorney Baker said: “Our 
interest in this matter, frankly, is that 
we would like to see this situation 
cleared up so that other states will not 
he antagonistic to us in life insurance.” 

Benjamin White, representing the Jor 
dan Marsh Co. department store, speak 
ing in favor, said: “We have used re 
ciprocal insurance for many years. We 
have been very well satisfied with it.” 

Fred Vorenberg, treasurer of the Gil- 
christ Co., spoke strongly in favor of 
the recognition of reciprocal insurance 
exchanges by Massachusetts. He said: 
“We have carried reciprocal insurance 
for a great many years and are very 
well satisfied with the results. For the 
best interests of all concerned, the Com 
monwealth as well, reciprocals ought to 
be allowed to operate here and should 
be placed under the jurisdiction of the 
insurance commissioner. For that rea 
son we want to register our desire that 
the bill be passed. We are not con- 
cerned with any particular bill, but we 
are interested in the general principle 
and are in favor of some bill being en- 
acted into law that will place reciprocals 
under the same jurisdiction as the other 
companies and make them pay their 
taxes the same as the others.” 

“Tt seems too bad,” said Mr. Voren 
berg, “to let the operation of these re 
ciprocals go on without getting taxes 
from them and without their being su 
Pervised by the state.” 

Inspection Is Rigid 

Arthur J. Kelley, representing the 

. H. White Co., speaking in favor of 
the system, said that this firm carries 
50 per cent. in the reciprocal exchanges. 
Robert E. Lashley, representing the 
Beacon Steam Laundry, said that the 


Reciprocal Insurance 
Started Here in 1881 


STARTED BY DRY GOODS MEN 





Growth of System Described by Charles 
M. Howell, of Kansas City, in 
Talk at Winnipeg 


The birth and growth of reciprocal 
insurance was discussed by Charles M. 
Howell of Kansas City in a talk before 
the Canadian insurance commissioners at 
Winnipeg. 

“Reciprocal insurance had its begin- 
ning at the Merchants’ Club in the City 
of New York in 1881,” he said. “Six 
dry goods merchants had assembled for 
luncheon. In the incidental discussion 
of their business affairs the subject of 
insurance was referred to. It developed 
that these men were having difficulty in 
obtaining fire insurance sufficient for the 
adequate protection of their property at 
a reasonable cost.” 

“Furthermore, the failure of many in- 
surance companies at that time gave rise 
to the thought that some of the insur- 
ance obtainable might not be sound, even 
when purchased at an exorbitant price,” 
he continued. “It further appears that 
the companies, even at that period, had 
learned the art of striking a general 
average in rate-making, whereby risks of 


experience of his firm with reciprocal 
insurance has been most satisfactory. 
Richard I. Lorimer, in charge of insur 
ance for the Brown, Durrell Company, 
testified to the value of the inspection 
service of the reciprocal exchanges. 

Other speakers included James King- 
man, representing the Smith, Patterson 
Company, jewelers; George L. Ander- 
son, of the firm of Adams & Leland, 
wool dealers, and Robert L. Barr, of the 
Barr, White Company, furs. 
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CASH CAPITAL 
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Union Indemnity 


FIDELITY and SURETY BONDS 


Accident, Health, Burglary 
Automobile, Liability, Plate Glass 


Workmen’s Compensation Insurance 


EXECUTIVE OFFICES 
830-836 UNION STREET 
NEW ORLEANS 


Company 


GREAT EASTERN DEPT. 
10@ MAIDEN LANE 
NEW YORK 








small hazard bore a large part of the 
burden of risks of greater hazard. This 
was referred to as penalizing the mer- 
chant who exercised discipline, care, or- 
der and cleanliness in the maintenance 
of his premises in favor of the merchant 
who did not exercise these precautions, 
thereby destroying the incentive to create 
and maintain conditions which would 
minimize the danger of fire and thereby 
automatically reduce the actual cost of 
insurance. It was thereupon observed 
by those present that if a plan could be 
devised whereby those who elected to so 
maintain and operate their premises, as 
to minimize fire loss, could receive direct 
the benefit and saving which would re- 
sult therefrom without being compelled 
to assume the burden of their less careful 
neighbors, that a great reduction in in 
surance cost would result. To that end, 
one of these merchants proposed that a 
contract be entered into whereby each 
ol those present should indemnify each 
of the other five to the extent of $2,000 
in the event of loss by fire. A written 
agreement to that effect was thereupon 
prepared and signed. The result was 
that each obtained additional indemnity 
to the extent of $10,000. This was truly 
insurance at actual cost and without the 
intervention of agent for commission or 
underwriter for profit. These six men, 
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by their simple agreement, did that 
which in the last analysis the insuring 
public always does under any plan of 
insurance. They entered into an ar- 
rangement which contemplated the pay- 
nent of their losses by themselves. They 
distributed the burden to the extent of 
their contract so that if calamity came it 
would be borne by all and not by one. 
To spread the shock of loss over many 
and to prevent it falling too heavily upon 
any individual is the end and aim of all 
insurance. That plan which serves this 
purpose most effectively and most eco- 
nomically will eventually reach the stand- 
ard of highest public favor. 

Growth of Plan 

“It was at once apparent to the con- 
tracting parties that this simple plan, 
properly developed, would effectively dis- 
pose of the problem of the high cost 
of insurance... It only remained to in- 
terest such a number of others similarly 
situated as would provide such an under- 
wrting spread or average sufficient to 
provide an adequate amount of insur- 
ance without anyone undertaking an un- 
usually large liability as to any one risk. 
They thereupon set about to induce 
other eligible persons to become parties 
to the contract. They found this com- 
paratively easy because the plan had 
only to be explained in order to be un- 
derstood and its benefits appreciated. 
The result was that in a very short time 
the subseriberships at this first exchange 
extended beyond the city and state of 
New York and into all the states and 
provinces of Canada as well. This orig 
inal exchange, the individual underwrit 
ers, now includes among its subscribers 
hundreds of the largest commercial con 
cerns in America and Canada who have 
through the intervening years recipro 
cally protected each other at a saving 
of many millions of dollars, and at the 
present time the payment of their poli 
cies is guaranteed by assets much in 
excess of those possessed by any stock 
company in existence. 

“In the beginning the parties who exe 
cuted the original contract attended to 
all the incidental transactions themselves, 
including the admission of new partici- 
pants, then as now termed “subscribers,” 
the inspection of risks, the execution and 
issuance of policies and the adjustment 
and payment of losses. Later on as the 
transaction widened, the participants 
became too numerous to admit of such 
procedure and a change was made which 
resulted in the development of the pres 
ent plan of reciprocal insurance. By this 
time the participants had become more 
or less acquainted with insurance gen 
erally and with the manner in which it 
was practiced. They had come to real 
ize that no difference what the form of 
insurance, those charged with the actual 
management performed practically the 
same services for the policyholders; thie 
only difference being that some did it 
more effectively, expeditiously and eco- 
nomically than others. As relates to all 
forms, stocks, Lloyds, mutual znd recip 
rocal, the management establishes an 
office with a sufficient number of assist 
ants and a proper equipment. It dis- 
covers, acquires, inspects and underwrites 
risks, involving the execution of policy 
contracts, the collection of money to pay 
losses, and the adjustment and payment 
of same as they occur. These activities 
really encompass all there is of insur- 
ance under any plan. There are other 
incidental features, such as the invest- 
ment of funds on hand and, as applied to 
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carriers underwriting for profit, there 1s 
the further element of the collection and 
distribution of the profit. These, how- 
ever, are purely incidental. The original 
signatory parties, therefore, concluded 
that all of the foregoing services, inci- 
dent to the effectuation of the insurarce 
contracts existing between themselves 
and which they themselves had hereto- 
fore performed, could more expeditiously 
and conveniently be performed by a com 
mon employee acting for each and all. 
\ skilled underwriter was selected for 
this purpose and by written power of at 
torney cach of them authorized this in 
dividual, as their common attorney-in 
fact, to establish an office, equipped in 
uch manner as to perform all of the 
underwriting activities incident to the 
exchange of protection between them 
selves. This power of attorney set out 
in specific terms the kind and character 
of the protection desired and the manner 
in which it should be provided. There 
was thus created and instituted that 
which was then an anomaly in the in- 
surance world, to wit: A modernized 
plan of insurance ‘of, by and for’ the 
insured. The attorney was authorized by 
his appointment to do all things neces 
sarily incident to the indemnity provided 
for, which in general terms meant the 
exercising of all the functions exercised 
by the management of insurance carriers 
generally. The difference between their 
plan and other then existing plans was 
that the subscribers proposed to operate 
it for themselves and according to their 
own ideas. This original plan, including 
the form of appointment of attorney and 
the general powers conferred is in effect 
at this date without material change, and, 
considering the beneficial results which 
have been obtained, it would seem to be 
inconsistent with public policy to alter it. 
Any legislative enactment which would 
interfere with or seriously impair the 
right of the subscribers to determine the 
nature and extent of these contracts be 
tween themselves would be ill-advised. 
“At first, funds for the payment of 
losses were collected as the losses oc- 
curred. This, however, frequently re 
sulted in delay and since prompt payment 
of losses is a cardinal virtue of insur 
ince, it was determined to keep on -hand 
at all times a sum sufficient for that pur- 
pose. By this time, experience had dem 
onstrated that the premium rates fixed 
by stock companies produced a sum en 
lirely sufficient to pay all losses and 
expenses, notwithstanding the high cost 
of the agency system, the waste resulting 
from insufficient inspection service, and 
io pay reasonable dividends upon the 
capital invested as well. It was thought 
therefore that if each subscriber, upon 
the issuance of his policy, would deposit 
with the attorney-in-fact, a sum equal to 
the stock company premium on the risk 
insured, a fund would thereby be ac- 
cumulated sufficient to pay all losses and 
expenses, provide in addition an adequate 
surplus, and leave a large saving be- 
sides. This idea was adopted with re- 
sults that more than justified the expec- 
tations. The funds thus created, rein- 
forced by agreements of the subscribers 
to make additional deposits, if necessary, 
insure a financial soundness and respon- 
sibility at least equal to any other class 
of underwriting. * * * 
Bulletins to Subscribers 

“Since the fewer the losses the less 
the cost of insurance, the management 
if once began the issuance of bulletins 
whereby the subscribers were frequently 
informed as to the most effective and 
advanced methods of building construc- 
tion and protection of contents. The 
result of this work was not only quite 
beneficial in the reduction of insurance 
cost, but the effect was realized and felt 
at once and an immediate incentive was 
thereby created to inspire the partici 
pants to further and greater efforts in 
the same direction. It is estimated that 
this elaborate system of inspections, 
with resulting betterment in construc 
tion and constant policing of premises 
has reduced the cost of insurance at 
least one-half, also, the competition 
thereby atforded has resulted in a sub- 
stantial reduction of rates by the stock 


Company With Large 
Income Here Quits N. Y. 


NORTHWESTERN’S RETIREMENT 
Experience Here Was Good; To Con- 
fine Operations to West and 
South 
The announcement this week that the 
Northwestern Casualty & Surety Com- 
pany of Milwaukee is to retire from 
writing business in New York, New 
Jersey and Pennsylvania in order to de- 
vote is attention exclusively to develop- 
ing the Mid-West and Mississippi Val 
ley territory is the same old story of a 
company coming into this section and 
writing a volume of business out of pro- 
portion to what it has been transacting 
in other parts of the union and then 

vetting cold feet. 

The Northwestern Casualty had a pre- 
mium income in New York State of at 
least $1,000,000 last year. 

The managers in New York State and 
northern New Jersey are Greene & 
Goetschius of Maiden Lane. Mr. Goet- 
schius retired from this firm several 
weeks ago. The Northwestern Casualty 
& Surety have two agents in Brooklyn 

the Provident Underwriters of 189 
Montague Street and Cavanagh & Kuhn 
of 147 Montague street. Bishoff, Cook 
& Foshay of 92 William street, New 
York City, also represent them. 

The Northwestern Casualty & Surety 
began business in February, 1922, with 
an authorized capital of $1,000,000. Geo. 
L.. Truitt is vice-president and general 
manager. 

The Northwestern will add plate glass 
and burglary to its casualty lines and 
will push personal accident harder. The 
company was well managed in this terri- 
tory. Little surety business was done in 
this section. 


CAN’T LOCATE LEGATEE 





American Surety Sends $18,748 Check to 
Nassau County Treasurer for 
Nellie Dunn 

Endeavoring without success to locate 
Miss N. Dunn in order to pay to her 
$18,748, the American Surety has sent 
this amount to the treasurer of Nassau 
County to be held for her. Miss Dunn 
is a daughter of Mrs. E. A. Dunn, who 
died in May, 1922, and has not been 
heard of in about ten years. 

Marshall L. Brower, assistant secre- 
tary of the American Surety, who sent 
the check to the Nassau County treas- 
urer, said that a serious effort has been 
made by Miss Dunn’s relatives to locate 
her and that all that is known is that 
she was alive about ten years ago. At 
this time, if living, she is forty-four years 
of age. In response to newspaper ad- 
vertising, which was done by the admin- 
istrator of the estate, Albert Dunn, many 
women professing to be the original 
Nellie Dunn appeared, but none of them 
was able to prove her identity. 


HUDSON APPOINTMENTS 

Among the agents appointed by the 
Hudson Casualty Insurance Company of 
New Jersey were: Wm. R. White, 30 
Clinton Street, Newark; W._ Finley 
Jones, Fitzcharles Bldg., Trenton; Gran- 
ville H. Steelman, Jr., Chelsea Bank 
Bldg., Atlantic City; Sternkoff-Glock 
Co., State Capital Theater Bldg., Union 
Hill; Brown & Brown, 13 West 22nd 
St., Bayonne, and Leer & Haynes, 614 
Bergenline Ave., West New York. 

The home office of the Hudson Cas- 
ualty is at 15 Exchange Place, Jersey 
City. The officers of the company are: 
President, Frank J. Higgin; Treasurer 
and General Counsel, George L. Record; 
Secretary and General Manager, M. A. 
Kreps. J. E. Hogan is in charge of the 
agency department, and Edward M. 
Jewell is at the head of the claim de- 
partment. 








companies, thereby enabling the insured 
to procure such excess insurance as 
might be needed at a rate somewhat 
commensurate with the risk incurred.” 


BAN PERSONAL BONDS 





Los Angeles Council Votes Against 
Further Acceptance at Suggestion 
of F. & D. Man 
The City Council of Los Angeles voted 
recently, on motion of one of its mem- 
bers, that the Council accept no more per- 
sonal bonds, filed to assure the faithful 

performance of public work. 

_ The Councilmen said they had found 
in the past, that when contractors failed 
to make good, the Council was helpless 
to collect from the bondsmen, who, the 
Councilmen said, were “judgment proof.” 
rom now on only corporate surety bonds 
will be accepted. 

_ There was before the Council, at the 
time, a franchise for an oil pipe line 
through the city, sold to E. L. Doheny’s 
I.os Angeles Midway Pipe Line Company. 
Accompanying the acceptance of the 
franchise was a personal bond for $1,000, 
signed by two citizens, neither of whom, 
by the way, was Mr. Doheny, says the 
Iidelity & Deposit, in its publication, “All 
in the Family.” 

“These men may be good for the money,” 
said the Councilman who voted in favor 
ol corporate surety, “but we must insist 
on surety company bonds.” And the pipe 
line company was so notified. 

The passing of this resolution against 
personal bonds was entirely due to the 
efforts of Daniel Miller, the engineer at- 
tached to the  & D’s Los Angeles Branch 
Office. 


BILL TO CONTROL MUTUALS 


A tentative draft of a bill which would 
place general mutuals more closely un- 
der the supervision of the Michigan 
state insurance department is under- 
stood to be in the hands of a member 
of the lower house of the Michigan 
legislature and may be introduced this 
week. The bill would make it a matter 
of discretion with the commissioner 
whether he issued a license to a would- 
be mutual agent making application for 
such permit. 
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Weddell on Expenses of 
Associated Employers 


COUNSEL WANTS _ $25,000 FEES 
Salary and Expenses of Payroll Audi- 
tors, $10,087; Equity Suit of Bridge 
& Iron Co. 


Thomas R. Weddell, editor of “The Jn- 
surance Post” of Chicago, prints the fol- 
lowing story relative to the expenses of 
the Associated Employers’ Rectprocal of 
Chicago, which went into the hands of a 
recetver : 


The administration of the Associated 
Employers reciprocal of Chicago since 
the appointment of receivers by Federal 
Judge James H. Wilkerson, October 8 
1924, and up to March 1, 1925, has cost 
$87,335, or $610.73 for cach of the 143 
days, including Sundays and_ holidays 
Clifford Ireland, director of trade and 
commerce of Illinois, and James Gullett, 
formerly assistant attorney-general, the 
receivers, reported to Judge Wilkerson 
last Tuesday. In that time there were 
receipts of $82,819, but $62,945 of these 
represented the amount realized on 
bonds sold in order to defray expenses, 
and but $10,594 represented premium 
collections. ’ 

At the same time Rufus M. Potts and 
C. W. Armstrong, the exchange’s coun 
sel, filed a petition for allowance of fees 
in which they asked $25,000 for 214 days’ 
work in connection with bankruptcy 
hearings and other litigation which fol 
lowed the disclosure last year that the 
liabilities far exceeded the available as 
sets. Mr. Armstrong and Mr. Potts al 
ready have received $7,186 in fees, the 
receivers reported. The total available 
funds during the period were $108,080, 
including $25,260 bank deposits trans- 
ferred by W. T. Irwin, attorney-in-fact 
for the exchange, and all that remained 
as of March 1 was $20,745, a depreciation 
of $4,515 in bank deposits. Mr. Ireland 
and Mr. Gullett reported $2,000 had been 
paid to receivers as compensation during 
the period and $3,150 to them as ex- 
penses. Mr. Gullett stated that this lat- 
ter item was for expenses of Mr. Ire- 
land in traveling to and fro on the ex 
change’s affairs. 

A matter of $10,087 was listed as sal 
ary and expenses of pay roll auditors; 
$17,113 as salaries and expenses of home 
office employes; $7,346 salaries and ex 
penses of branch office employes; $2,301, 
representing the 30 per cent due the at- 
torney-in-fact before the receivers as- 
sumed charge; $1,555, representing the 
remaining 70 per cent allocated to sur- 
plus deposits, and $5,927 as compensation 
due the attorney-in-fact since the re- 
ceivers were appointed. A little head- 
way was made on collecting premiums, 
$10,594 being listed for this item. 
profit of $6,922 on the sale of $75,000 
worth of bonds was credited to receipts 
and the book value of all bonds owned 
by the exchange was thus reduced to 
$141,755. The report in part was: 

“Premiums in course of collection—booked— 
have been greatly increased. Just how much 
cannot be stated until books are closed as of 
February 28, 1925, but the amount is over $200,- 
000. Collection of these items has been slow, 
as many subscribers decline to pay amount 
until they can be assured that the settlement 
made will be final. Over 6,500 audits and pay 
rolls have been billed, and there are many more 
to be secured. About sixty-five subscribers have 
refused to permit any audit of their pay roll. 
Some give no particular reason, and others have 
Stated that a specific court order will be neces- 
sary before they will permit an audit. : 
“There were formerly branch offices in ten 
cities. These have all been closed by the at- 
torney-in-fact and the receivers, and all em- 
ployes at these points have been dispensed with 
excepting one man at St. Louis and one at 
Kansas City. Branch office expense on October 
8, 1924, to February 28, 1925, about five months, 
was over $7,006. Since January 1, 1925, this 
expense has been reduced $600 per month. _A 
vast amount of work has been done in making 
a classification by subscribers of 15,000 claims.’ 

Judge Wilkerson allowed ten days for 
the filing of objections to the receivers’ 
report and the claim of Mr. Potts and 
Mr. hae eo Additional fees will be 
due Mr. Gullett as receiver from March 
1 until the liquidation is completed, but 
he signified that no claim will be made 
and the amount will be left to Judge 


Wilkerson to decide. Mr. Ireland is sup- 
posed not to receive any fees for acting 
as receiver, as he has an official position 
with the State. 

In line with the informal opinion 
handed down two weeks ago by Judge 
Wilkerson, an amended bill in the equity 
suit of the Missouri Valley Bridge & 
Iron Company against the Associated 
Employers Reciprocal has been filed by 
Fred B. Silsbee, Chicago attorney, nam- 
ing ten subscribers, as “parties-defend- 
ant,” asking for an accounting by Frank 
H. Ellis, president of Sherman & Ellis, 
Inc., former attorney-in-fact for the re- 
ciprocals for a switt marshaling of all 
possible of the concern, for ap 
pointment of a receiver and final liqui 
dation. The amended bill constitutes a 
“elass suit,” upon which Judge Wilker 
son may issue an order making any 
assessment he deems necessary binding 
upon all subscribers at the exchange, in- 
cluding the Missouri Valley Bridge & 
Iron Company. It shifts the defense 
from the Associated Employers Recip- 
rocal, an organization which Judge Wil 
kerson indicated is nothing more than 
a “spot,” and thus not a legal entity for 
the purposes of a suit, to W. T. Irwin, 
present attorney-in-fact; Frank H. Ellis, 
Sherman & Ellis, Inc., and the following 
ten subscribers: The Hydrox Company, 
Roberts & Schaeffer Company, D. M. 


assets 


Goodwillie Lumber Company, Witten- 
meier Machinery Company, Polonia 
Coal Company, Heco Envelop: Com- 


pany, Kennedy Furniture Company, 
James B. Clow & Sons, Lake Zurich 
Dairy Company and Henry Landgraf. 
The amended bill is of unusual inter 
est in the case because it represents 
Judge Wilkerson’s view as to the pro 
cedure which should be followed in or 
der to expedite liquidation of the ex 
change, and is the first great stride taken 
toward that end. The next step which 
may confidently be anticipated is a court 
order which will require all subscribers 
to pay the bill or settle up in some more 
painful way with the officers of the Fed 
eral court. The petition charges that 
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accounts at the exchange were not ac 
curately kept, and also that there had 
heen mismanagement at the exchange 
prior to July 28, 1924, when W. T. Irwin 
was substituted as attorney-in-fact. A 
complete audit of the exchange’s books 
and of those of Sherman & Fllis, Inc., is 
asked. 


PA. MFR.’S CASUALTY CO. 
\ comparative 
cone 


statement of the in 
and disbursements of the Pennsyl 
vania Manufacturers’ Association Cas 
ualty Insurance Company for 1924 and 
1923 follows : 


INCOME 
1924 1923 
Premiums written........ $4,301,486.81  $3,276,305.93 
Interest Cxesctonceusccas GtOeoeee 248,278.58 
Profit on sale and mat. 
ob see 


76,374.57 
156.51 

POUEP. ce vbavivanwaccaates $4,575,042.91 $3,601,115.59 

DISBURSEMENTS 


Returns to policyholders. $959,998.61 $845,999.79 


Dividends to stockholders 22,500.00 22,500.00 
EGONOE GONE | cvudecessuces 2,182,618.58 1,965,309.18 
ge MINS 3 iho: dads ans eles 41,427.42 21,175.65 
Pa. Comp. Rat. & Ins. Bu. — 70,775.55 10,826.00 
All other expenses....... 609,213.51 525,533.91 
COV PAMSATION GR scesces .aseeen §  secees 
tad debts charged off.. 32,018.42 18.47 

ROGER © sactaddcoesneckance $3,918,552.09 $3,421,363.00 


The company has assets of $5,464,515. 





business for you. 
-Plate Glass premiums. 
Home Office 


in this campaign. 
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Appeal 
Is Seventeen Times Stronger 


Than That of the Ear 


Research men in actual advertising tests have proven that 
impressions received through the eye 
effective than those received through the ear. 

Standard Advertising is designed to give your prospects a 
good opinion of your business connection- 


At present we are conducting a Direct-mail Campaign for 
Write the Advertising Department— 
for a sample portfolio of mailing pieces used 


You will find Standard Advertising to be real sales producing 


This is an opportune time to push Plate Glass msurance. 
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ACCIDENT INSURANCE COMPANY 
DETROIT, MICH. 


are seventeen times more 


~and to secure new 








Auto Club Mutual Plan 
Considered Today 


WILL MEET IN SYRACUSE, N. Y. 


President Brown of State Automobile 
Association Finds Opposition 
Among Members 





The fight between Oscar J. Brown, 
president of the New York State Auto- 
mobile Association, and certain members 
of various automobile clubs in this state 
over the projected organization by Mr. 


Brown of mutual companies to write 
automobile insurance, will be brought to 
a head at a meeting of the executive 


committee of the New York Automobile 
Association this afternoon at the Hotel 
Syracuse, Syracuse, N. Y 

Mr. Brown, against whom suit is to 
be started to prevent his using funds of 
the association for the insurance project, 
sent out a letter recently to all the clubs 
in the state charging misrepresentation of 
facts by his opponents, and calling the 
meeting. He demands in his letter that 
his opponents either withdraw their op- 
position to the insurance proposition, or 
agree to a referendum idea adopted re- 
cently that the exact sentiment of the 
members may be determined. 

Mr. Brown proposes in his scheme to 
form a casualty and a fire mutual to 
write automobile lines and “to make 
other companes come to terms and ‘re- 
duce rates.” He alleges that in Detroit 
the competition of the Detroit Automo- 
bile Club has been responsible for the 
low rates at that point. 

When asked about the low rates in 
Detroit and the higher rates of Syracuse, 
Hl. P. Stellwagen, manager of the auto 
mobile department of the National Bu 
reau of Casualty & Surety Underwriters, 
aid that competition did not cause the 
reduction in rates in Detroit. It was be 
cause accidents fell off. To reduce rates, 
according to Mr. Stellwagen, it is neces 
sary to reduce accidents. Detroit shows 
an accident frequency of 3.7 to each 100 
cars, while Syracuse shows an accident 


frequency of 11%; therefore the differ 
ence in rates. 

REMARKABLE RECORD 
New Jersey Manufacturers’ Casualty 


Received $1,749,595 Premiums in 
That State in 1924 
. 


New Jersey casualty men are keeping 
their eves on the New Jersey Manufac 


turers’ Casualty Insurance Co., 


which 
did a remarkable business last: year, its 
workmen's compensation 
1924 being $1,420,914; 
bility 


premiums in 
its automobile lia 
$229,943; its liability 
than automobile 


premiums, 
premiums other 
$98 307. 


Figures from the 


being 


annnal report filed 
with the 


Insurance Department follow: 
Net Premiums Received . $1,749,165 
Total Fmeome «<2. <ccccccccs ce 1,807,563 
Net Losses Paid ......... a ae 834,324 
Total Disbursements ........... 1,434,834 
Total Admitted Assets ........ 1,743,965 


Total Liabilities Except Capital 1,138,883 
Capital Paid Up 100,000 
SURI bs rican wales akwireraes 505,081 
Net Premiums Received 817,475 
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Beha as a Judge 
| have always 
Superintendent of New York, James A. 


wanted to see the new 


Beha, in the role of judge. I had the 
opportunity last week at a hearing on a 
question of agency commissions, at which 


a committee of the Life Underwriters’ 
\ssociation of New York appeared to 
argue one side of the case through 
Colonel Francis R. Stoddard, and the 
\etna Life Insurance Company, repre 


sented by Hartwell Cabell, and The Pru 
dential by Alfred Hurrell, were on the 
other side. Mr. Beha showed to advan- 
tage at this hearing. He was good- 
natured, even-tempered and judicial. He 
permitted each side to have consider- 
able leaway and present their views. 

To me one of the most interesting 
features of the hearing was a discussion 
as to the propriety of a former. insurance 
commissioner changing his opinion after 
he leaves office. One of the counsel 
present criticized what he declared was 
a turn-about-face of Colonel Stoddard in 
the matter at issue, and the Colonel de 
fended himself by saying that sometimes 
an insurance superintendent will issue a 
ruling on the say-so of experts in the 
Department without having time to ex 
amine the ruling, but it might not repre 
semt his personal viewpoint. He con 
tended that he was entitled to retain 
this personal viewpoint and to argue for 
it after he left office, despite the appear 
ance of inconsistency, or repudiation of 
his own experts. 

Superintendent Beha went to the de 
fense of Colonel Stoddard as though he 
could well sympathize with the burdens 
and troubles of a department head and 
the impossibility of keeping track of all 
details. He looked over at Colonel Stod- 
dard, smiled and said, “We improve with 
time.” 

It also developed at the hearing that a 
former counsel for the Department who 
drafted a bill for the Department ap 
peared recently before a legislative com- 
inittee and argued against that very bil!. 

Alfred Hurrell, vice-president of The 
Prudential, took the attitude that In- 
surance Department people should stand 
by their own rulings; otherwise, the in- 
surance fraternity would find itself in 
confusion. He made a strong statement 
about the desirability of departmental 
continuity, but Superintendent Beha 
looked at Colonel Stoddard, winked and 
dryly intimated that a ruling was good 
ouly while it lasted and circumstances 
might make it desirable to overturn it. 

x * * 
Harry Morrow Does the Correct Thing 


I take my hat off to Harry E. Morrow, 
president of the Life Underwriters’ Asso 


ciation of New York, for doing a big 
thing. He had announced that Will 
Rogers, the greatest banquet drawing 


card in America, was to talk at the din- 
ner at the Astor a few nights ago. Un- 
fortunately, the premiere of the new 
“Follies” was postponed for one day, 
making it fall on the same night as the 
dinner, so that it was impossible for Mr. 
Rogers to attend as the Ziegfeld first 










nights sometimes last until midnight. In- 
stead of bottling up the information, Mr. 
Morrow not only had postal cards sent 
out to the members announcing that the 
cowboy-humorist would not appear, but 
made a statement to that effect at the 
Insurance Sales Congress so that the 
700 at the banquet did not come under 
false pretenses. 

President Morrow has here set a 
precedent that could well be followed 
throughout the insurance world, as I 
know of no greater irritation than to 
make an engagement for a banquet for 
the purpose of hearing some dinner star 
only to be disappointed. 


* *k * 


Income of Will Rogers 


While on the subject of Will Rogers, 
I am in a position to give some accurate 
information about his income, always of 
interest to insurance people because he 
is such a. large buyer of insurance. Mr. 
Rogers’ salary with the “Follies” is $3,000 
a week. His income from other sources 
is $2,000 a week and could be larger 
were he not cutting down on the number 
of his banquet talks for which he gets 
from $250 to $350 each. His new book, 
“The Illiterate Digest,” is now one otf 
the best sellers in America and is reach- 
ing the 100.000 mark. His personal for 
tune is $1,000,000. 


* * * 


Gilliland a Banquet Star 

Strickland Gilliland, who substituted 
for Will Rogers at the Astor insurance 
dinner, is now very much in demand at 
insurance affairs. This Baltimore’ hu- 
morist gives a talk of about an hour’s 
duration which is studded with philos- 
ophy, anecdotes and unconventional but 
very potent arguments for insurance. 
One of the best features of his recent 
talks is his defense of the younger gen- 
eration. He also tells how he wrote a 
classic poem, “Off Again, On Again, 
Gone Again, Finnegan.” 

The circumstances of the writing of 
this poem are as follows: Mr. Gilliland 
was a city editor in a small town in the 
West. One day when his columns were 
empty he went into Main Street search- 
ing for news, but did not see a single 
person on the street. In despair, he went 
back to his office and wrote the poem 


and published it in his own paper. It 
attracted so much local attention that he 
decided to send it to “Life.” That was 
the beginning of its journey in print. 
Since then it has been republished thou- 
sands of times. 


* * * 


The Insurance Newspapers and the In- 
surance Advertising Men 


I understand the Insurance Advertis- 
ing Conference is now out to find the 
circulation of the various newspapers 
by states. 

A representative of THe Eastern Un- 
DERWRITER tells me_ that 
poor picking when they seek its sub- 
scription in Alaska, as it has only one 
subscriber there; and in Utah, where it 
has twenty readers but only five sub- 
scribers, insurance men there not ob- 
jecting to borrowing a paper that they 
see on someone else’s desk and then re- 
turning it. (In some of the other states 
the borrowers simply borrow.) 

When the Conference gets the insur- 
ance papers to hand over their circula- 
tion by states—if the latter decide to 
give out the information—it will be in- 
teresting to note what will be done with 
the data when they get it. The papers 
will not be asked for any too great re- 
finement, I presume. Thus, if a paper 
has sixty subscribers in Texas, the data 
will simply record the figures without 
attempting to explain whether these sub- 
scribers are actuaries, lawyers, young 
women librarians, underwriters, special 
agents, adjusters, appraisal men, real 
estate operators, medical directors, vet- 
erinary surgeons with a thirst for insur- 
ance information, local agents, hotel men 
who harbor insurance men, unauthorized 
insurance producers, dentists’ offices in 
insurance centers, reciprocals, automo- 
bile mutuals, song leaders at insurance 
banquets or brokers. 

THe Eastern UNDERWRITER has sub- 
scribers representing most of these types. 
I do not think there is any veterinary 
surgeon on its list. In Chicago, how- 
ever, it has a blood pressure expert sub- 
scriber. In Boston there is a psycho 
analyst on its list. 

As long as organization is in the air 
the insurance newspapers might confer 
in order to reform some of the abuses 
which they suffer from some of the in 
surance advertising men. Among them, 
of course, are these: 

Sending in plates with a lot of black 
ink baekground—more black ink than 
reading matter—so that reading matter 
on the back-up page and opposite page 
can be smudged. 

Sending in copy just before going to 
press. 

Holding ad proofs in their offices until 
the tap of the gong. 

Discovering that they designated in 
their copy the wrong face type so that 
the publisher can have the copy reset 
at the last minute, thus making the form 
late. 

Deluging the paper with a flood of 
mimeographed copy, known as_ press 
agentry or free advertising matter. 

Handing out stories to daily papers 
the day after you go to press and then 
expecting, if not a word-for-word repeat 
of the story, at least equally as much 
space. 

Marking ad copy with “Harper's 
Weekly” and other old-fashioned border 
scrolls or turned rules( heavy black bor- 
der) in order to queer the looks of the 


they will get. 
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entire page just because the ad manager 
may happen to have a grudge against 
the publisher but has to advertise be- 
cause the publisher and the ad man’s 
chief are chummy. 

Forgetting to change advertising copy 
after the death of a little known officer 
so that sometimes ads will appear car- 
rying the name of a dead man. 

Measuring a paper by circulation ex- 
clusively and disregarding its influence 
and value to the business. 

Pretending that they don’t already 
know through their field men and other 
sources in what states individual papers 
are strong and also where they are weak. 

* * * 


Lo, the Poor House Organ Editor! 

A clarion call for more literary writ- 
ing in the house organs of the insur- 
ance companies comes from “The Insur- 
ance Press.” It paints the situation thus; 

There seems to be an inclination on 
the part of the editors of certain com- 
pany bulletins, and the contributors 
thereto, to use slang in order to be 
brilliant. That is the delusion of ama- 
teurs. Those who write the literature 
of life insurance should not have the 
style of amateurs. 

Seme of our most prominent editors, 
who write with vigor and to the point, 
avoid the use of slang. Arthur Bris- 
bane of the New York “American,” for 
example, who writes in a way that 
appeals both to the aristocracy and the 
proletariat, never uses slang. The 
English language is rich in the words 
necessary for effective, dignified ex- 
pressions. 

The tip is not to be ignored. If any 
insurance company should accept this 
advice and go gunning for Arthur Bris 
bane they might get him if they will top 
the salary Hearst pays Brisbane—$300,- 
QOO a year. 

x * O% 


When a Man’s Fifty 
In his new book, “Thirty Years Later,” 
Edward Bok, the Philadelphia retired 
editor who is now engaged principally 
in philanthropy, has an interesting chap- 
ter on how a man feels when he has 
reached the age of fifty. The feeling, 
according to Mr. Bok, is anything but 
pleasant. It is a milestone which when 
reached sets the average man_ thinking 
deeply and retrospectively. 
* OK Ok 


Reciprocals and New Jersey 


It is understood that one reason why 
the reciprocals have not put into the 
New Jersey legislature a bill for the ad 
iInittance of reciprocals is that they are 
indifferent to anything but Massachu- 
setts now. Or, as a friend of the recip 
rocals said: “It’s Massachusetts or 
nothing.” 

* * * 


AGENTS’ ANNIVERSARIES 

Some of the executives throughout the 
country read with considerable trepida- 
tion the story of the tenth year ann 
versary celebration of Clinton J. Ayres, 
Inc., Adirondack Mountain agent, de 
scribed by THe Eastern UNDERWRITER 
last week. The thought which would 
not down was whether the Ayres ideas 
would spread and busy executives be in- 
vited all over the country when agents 
decide to give a dinner in honor of their 
tenth or fifteenth or twentieth or quar- 
ter of a century in the business. When 
these underwriters considered the size 
of the local agency army some shivered 
at the situation ahead of them. | 

So far as the Ayres agency 1s con 
cerned, however, the executives who at- 
tended—there were a large number—did 
not regret the trip to Saranac Lake, as 
Ayres is an unusually enterprising agent 
who has given the companies fine ser- 
vice which they appreciate; and they 
were glad to be with him even if it 
meant being away from their desks for 
two days. It also gave the underwriters 
a chance to see the beautiful and im- 
portant lake section of the Adirondacks 
and store away information about the 
section for future use. 
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NEWS PUBLICITY NEEDS 
NO BLACK MAGIC 


It does not require tricks or surface cleverness. 
It is the exact opposite of “putting something over” 


on the papers. 





NEWSPAPER PUBLICITY DOES 
REQUIRE : 


(1) Careful technical knowledge of editorial needs 
throughout the country. This knowledge comes only 
with years of experience. The most brilliant of news- 
papermen cannot become a first rate publicity man 
until someone has paid for his education. 





(2) Conscientious effort to serve the press. The “space- 
grabbing” ideal is abhorrent to any competent news 
publicity man. 


(3) Real organization. The maintenance of a permanent, 
expert personnel, with constant study of changing 
media and varied contacts with the press is essential 
to successful news publicity work. No internal 
department can handle this phase of publicity to the 
highest degree of effectiveness. 
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LUPTON A. WILKINSON, Inc. 
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THE BASIS OF CREDIT IS THE CONFIDENCE 
THAT ONE HAS IN THE ABILITY AND 
WILLINGNESS OF ANOTHER TO FULFILL HIS 
PROMISE. 


THE RED ROYAL SHIELD ON AN INSURANCE 
POTTICY MARKS A PROMISE FAITHFULLY 

LED BY THE COMPANY THROUGHOUT 
oF EARS OF BUSINESS ACTIVITY. 


ROYAL 


INSURANCE COMPANY LTD 


DEPARTMENTAL OFFICES: 
ATLANTA, GA. CHICAGO, ILL. 
Milton Dargan, Manager Elwin W. Law, Manager ; 
NEW YORK BOSTON, MASS. SAN FRANCISCO, CAL, 
Frederick B. Kellam, Manager Field & Cowles, Managers Rolla V. Watt, Manager ¢ 
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